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Ju this Tesue... 


ol BASIC TENET of N.B.G. policy over the years 
has been to give each story-subject the space, 
in both word and picture, it merits in the light 
of its trade importance. Therefore, it should be 
no surprise that in this issue we have devoted 
16 full pages to “The Vernor Story” (p. 17). 
The article, with its 62 illustrations, describes 
not only the history and current aspects of the 
company, but its vast, functional yet beautiful 
new plant in the heart of Detroit, which is in 
full operation although not yet officially opened. 
It is ironic that the man whose dream it was 
did not live to see its completion; James Vernor 
planned it down to the last detail, then took ill 
and died on July 30, just before the finishing 
touches had been put to tne plant. We deem this 
plant so important because it symbolizes the 
“coming of age” of the soft drink industry, tech- 
nologically. Many of the new plants of the last 
two years have incorporated some of the latest 
production techniques and equipment, but it re- 
mained for the Vernor plant to utilize them all, 
plus a few of its own development. This plant 
will stand for a long time as the forerunner of 


plant perfection in the soft drink business. 


The article discussing a West Coast soft drink 
canning plant, with a 15-million case capacity, 
is well timed for this issue, in view of its direct 
comparison with the Vernor plant. The major 
difference of course is in the container, which 
necessarily demands certain changes in produc- 
tion methods and machinery. Together, they show 
both “sides of the coin” of what appears to be 


the future production picture of the industry. 


For the bottler busy with the summer rush, 
this issue also provides much useful data, in easy, 
quick reading form. There’s a discussion of pal- 
letizing, a section on maintenance; the conclu- 
sion of an instructive article on insurance; sev- 
eral reviews of bottlers’ selling techniques, and a 
wealth of interesting news. Read it all — and 


profit. 
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Soft Drink Sales Volume Up 4% in 1953 

1953 marked the eighth straight year in which 
the American bottled soft drink industry increased 
its sales. According to an independent survey just 
completed by the A.B.C.B., bottled soft drink sales 
during 1953 reached a new record high of 1,177,- 
852,000 cases, representing an increase of 4% above 
1952. 

The consumption of bottled soft drinks also kept 
pace with the Nation’s population growth by regis- 
tering a per capita of 177.5 bottles for an increase 
above 1952 of 3.5 bottles. 

Generally, the increase was noticeable for all 
sections of the country with exception of the states 
in the Southwestern and Western regions. These 
states during 1953 were severely effected by drought 
conditions, and many bottlers experienced small de- 
creases in volume because of that situation. 

The geographical picture, by size of container is 
reflected in the table below: 


6-9 10-12 24 & Over 

Regions Ounce Ounce Ounce All Sizes 
North Eastern 07.2% 12.1% 01.6% 07.6% 
Southern 01.8 12.2 —06.6 03.0 
East Central 10.9 11.9 13.4 11.3 
West Central —02.0 15.0 —06.5 00.4 
Southwestern —02.3 -09.1 04.4 -02.7 
Western —3.3 09.5 08.3 —01.6 
All Sizes 02.5 11.6 04.2 04.0 


Cans and Sugar Price Problems 
Reviewed by ABCB Executive Board 


The varied problems now faced by the soft drink 
industry were given a thorough review by members 
of the Executive Board of the American Bottlers 
of Carbonated Beverages, at their recent annual 
meeting held in Washington, D. C. 

High on the lists of topics discussed was the 
industry’s “new look” involving competition from 
new containers, new companies, and new merchan- 
dising methods. The ultimate place of these new 





ideas in the industry, it was concluded, will involve 
a shaking-out period continuing through the sum- 
mer. Some sort of analysis should be possible 
during the 36th annual A.B.C.B. meeting and Ex- 
position to be held in Philadelphia, November 15-18. 

Since bottlers everywhere are interested in and 
affected by such new developments, the Executive 
Board agreed that the exposition floor should be 
opened to producers of cans and canning equipment. 
As usual, new packages and new products must 
qualify under the exacting rules of the exposition, 
particularly with reference to the type of advertis- 
ing and display accompaning each exhibit. 

Sugar supply and price was another topic given 
serious consideration at the annual meeting of the 
Executive Board. The Special Sugar Committee 
was instructed to continue its efforts to have the 
consumer viewpoint given proper weight in any 
consideration of new legislation involving sugar, 
or in administration of the present Sugar Act. 

The Board authorized continuation of a consumer 
publicity program, and a research and public rela- 
tions program beamed to such opinion molders as 
members of the health professions, educators, news- 
papermen, and radio-TV newscasters. 

The association’s Sales Promotion Committee an- 
nounced plans to provide members with booklets 
and advertising material calling dealers’ attention 
to the profit possibilities of soft drinks. Material 
to encourage the return of empty bottles is also 
being prepared, the Committee reported. 

The Membership Committee reported that during 
the last three years there has been a gradual in- 
crease in ratio of A.B.C.B. members to total oper- 
ating plants. Since 1952 the total number of bottlers 
has dropped from 6,165 to 5,600, but A.B.C.B. mem- 
bership has remained virtually unchanged. In 1952, 
46% of all bottlers belonged to the Association; in 
1953 the percentage increased to 47%, and in 1954, 
the 2,818 members represent 50% of the total num- 
ber of plants in operation. 





James Vernor Dies; Was Trade Pioneer 


In the death of James Vernor, on June 30, the 
industry has lost one of its truly great leaders. Mr. 
Vernor, who built a soft drink empire out of a 
secret ginger ale formula, and whose “dream plant” 

yas completed just days before his passing (it is 

fully described in this issue, p. 17) was chairman 
of the board of the James Vernor Co., Detroit. He 
was born in Detroit on March 25, 1877. 

Many fields of endeavor felt the presence and 
influence of Mr. Vernor, particularly the soft drink 
industry. He took a leading part in the organization 
of the American Bottlers of Carbonated Beverages, 
in 1919, and was elected its first president, serving 
for two terms. 

He was later elected and served on.the Executive 
Board of the association for three-year terms fol- 
lowing the annual meetings of 1921, 1924, 1927, 
1930 and 1934. : 

For thirty-four years following organization of 
the American Bottlers of Carbonated Beverages he 
served as Chairman of the association’s National 
Legislative Committee, and in January of 1954, was 
named Honorary Chairman of that Committee by 
the Executive Board. 





JAMES VERNOR 





Prior to the formation of A.B.C.B. in November 
1919, Mr. Vernor was Chairman of the National 
Tax Committee of the predecessor organization, The 
National Bottlers’ Association. 

During a third of a century, Mr. Vernor served 
on numerous other association committees and in 
various capacities, notably as Chairman of the Con- 
vention and Exposition Committee, under whose 
supervision so many of the outstanding beverage 
industry expositions have been conducted. To these 
expositions may be attributed much of the industry’s 
sustained interest in modern and efficient plant 
equipment, with resulting influence on progressive 
advancement in that sphere of activity. 

In recognition of his many contributions to the 
advancement of the industry and of its organiza- 
tions, Mr. Vernor was named to receive the first 
A.B.C.B. Medal of Industry Service. 





















Price Break Reflects Slow Canned 
Drink Sales 


In some key can markets like New York City, 
Philadelphia and Chicago over-production of canned 
beverages and a lack of volume movement from the 
shelves has already been reflected. Downward price 
revision to 3 12-ounce cans for 29c and “dealing” 
with large food store outlets has been reported. 

C & C has come up with a new merchandising gim- 
mick aimed at getting a bigger volume from the 
youth market. Each “Super” crown is worth 10c 
towards the purchase of Wilson sporting goods 
equipment. 

As one veteran supplyman put it recently “when 
the big production capacity of the canning plants 
start backing up, look out!” 


Concerning the Mason Chicago 
Canning Plant 


Last month, in this space, it was reported that 
the plant canning Mason & Mason Root Beer in 
Chicago had been sold to a division of the Curtiss 
Candy Company which will operate it under a fran- 
cise agreement with Mason & Mason, Inc. This 
transaction did take place. However, it was indicated 
in the item that Mason & Mason had financial in- 
terests in both the Chicago and Detroit canning 
establishments. 

The company advises that at no time has it had 
financial interests in either plant—both are owned 
and operated by other organizations operating under 
franchise agreements from Mason & Mason, Inc. 
The parent company was therefore not involved in 
the sale of the Chicago franchise to the Curtiss 
Candy Company subsidiary. 


Cott Adds Canned Soft Drink Line 


John J. Cott, president of the Cott Beverage 
Company, New Haven, Conn., has announced that 
the Cott organization is now packaging Cott bever- 
ages in six popular flavors in a flat top 12-ounce 
can. Production of the canning operation is being 
handled by a licensed bottler in New England and 
is currently up to 8,000 cases per day. This bottler 
will supply all of New England for the next year. 


New White Rock Canning Co. 


The newly-formed White Rock Canning Company 
of Denver, Colorado, has begun construction on its 
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STATE CONVENTION SCHEDULE 











STATE CITY HOTEL DATES DAYS 
Pennsylvania Pocono Manor Pocono Manor Sept. 10-11-12, °54 Fri.-Sat.-Sun. 
Connecticut Hartford Hotel Bond Oct. 18 Mon. 
Tennessee Nashville Hermitage Hotel Oct. 10-11 Sun.-Mon. 
Florida Tampa Tampa Terrace Oct. 17-18 Sun.-Mon. 
North Carolina (M.S. Stockholm) Bermuda Cruise Oct. 23-28 Sat.-Thurs. 
A.B.C.B. CONVENTION-EXPOSITION, PHILA., PENNA. Nov. 15-18 Mon.-Thurs. 
Virginia Old Point Comfort Hotel Chamberlin Nov. 28-30 Sun.-Tues. 
Georgia Augusta Bon Air Hotel Dec. 5-6 Sun.-Mon. 
Missouri Kansas City Dec. 5-6-7 Sun.-Tues. 
New Jersey Asbury Park Berkeley-Carteret Jan. 7-8, 1955 Fri.-Sat. 
Massachusetts Boston Statler Hotel Jan. 10-11 Mon.-Tues. 
Mississippi Jan. 30-31 Sun.-Mon. 
Alabama Feb. 7-8 Mon.-Tues. 
New Mexico Albuquerque Jan. 10-11 Mon.-Tues. 
Arizona Jan. 13-14 Thurs.-Fri. 
Calif.-Nevada Los Angeles Biltmore Hotel Feb. 7-8 Mon.-Tues. 
Oregon Portland Feb. 11-12 Fri.-Sat. 
Washington Yakima Chinook Hotel Feb. 13-14-15 Sun.-Tues. 
Montana Great Falls Feb. 18-19 Fri.-Sat. 
Tri-State 

(Utah-Ida-W yo) Feb. 21-22 Mon.-Tues. 
Texas Dallas ‘eb. 6-7-8 Sun.-Tues. 
Oklahoma Feb. 13-14. Sun.-Mon. 
Arkansas Little Rock Hotel Lafayette Mar. 20-21-22 Sun.-Mon.-Tues. 
Wisconsin Milwaukee Hotel Schroeder Feb. 7-8-9 Mon.-Wed. 
Indiana Indianapolis Lincoln Hotel Mar. 14-15 Mon.-Tues. 
Michigan Detroit Mar. 7-8-9 Mon.-Wed. 
West Virginia White Sulphur Greenbriar Hotel Mar. 20-22 Sun.-Tues. 

Springs 
Maryland Baltimore Emerson Hotel April 2 Sat. 
Minnesota St. Paul Hotel St. Paul April 18-19 Mon.-Tues. 
North Dakota Dickinson Ray Hotel April 21-22 Thurs.-Fri. 








new 12,000 square foot beverage canning plant, with 
completion scheduled for late this year. 

Heading up the $100,000 organization, developed 
due to encouraging success of canned soft drinks in 
the area, are Curt Freiberger, president, and M. E. 
Norton, vice president and secretary. Mr. Norton 
is best known as president of the White Rock Bot- 
tling Company of Manitou Springs, Colorado, which 
lent its name to the new canning firm. There will be 
no direct connection between the two firms, accord- 
ing to Mr. Norton, except for cooperative use of 
the bottling plant’s route trucks and delivery system. 


C & C To Market Quinine Water in Cans 

Walter S. Mack, president of Cantrell & Cochrane 
Corporation, manufacturers of C&C Super Coola 
soft drinks in cap-top cans, has announced another 
exclusive and “‘first’”’ for his company . .. the world’s 
first and only quinine water in cans. 

Known as C&C India Quinine Water, the new 
product, in 12-0z. cap-top, no-deposit, no-return cans, 


is now on sale in stores across the nation. 


Open New Mission Canning Plant 


The Newest in the Mission chain of canning plants 
is Mission Beverage Co., Can Division, Columbus, 
Nebraska. Headed by L. P. Marr, the plant will 
turn out 15,000 cans hourly, and service a four 
state area under franchise, including Missouri, Iowa 
and Kansas. Headquarters are at 4110 Commercial 
Ave., Omaha. At Madison, Wisconsin, T. and T. 
Products, 305 W. Dayton St., also began the pro- 
duction of soft drinks in cans, using cone-tops. It 
was also reported that the Mountain Canning Co., 
just outside of Milwaukee, was well on the way 
toward canning soda water. 


Coke Bottler Tries Cans 


In the second reported instance of a Coca-Cola 
plant interesting itself in the canning of soft 
drinks, Quaker City Coca-Cola Bottling Co., of 
Pittsburgh, will soon hit the market with a line of 
flavors in 12 oz. cone-top Continental cans. The 
company will use its branch plant at Butler for the 
operation, packing 24 to the carton and using a 
12-can carry home package. 
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CONGRATULATIONS .. . 





... tothe James Vernor Co., Detroit, Mich., 


which founded its business on a unique, high- 
est quality ginger ale many years ago, and 
built it into a national institution. The won- 
derful plant pictured above was made possi- 
ble because the quality and taste of Vernor’s 
is safeguarded and protected from raw mate- 
rials to finished glass-packaged product. This 
is where the quality Consolidated crowns play 
an important part, giving the kind of sealing 


which provides “package insurance” against 
any deterioration. They do the kind of job 
which led the late James Vernor to say: 
**... we have found that Consolidated’s crowns 
are one of those which do a job of proper 
sealing, giving Vernor’s ginger ale its proper 


carbonation protection.” 





From the first suggested sketch for your decoration, through on- | 


time delivery of the finest-made crowns, Consolidated's entire 
organization is working for you to help you produce fine beverages, 
perfectly sealed. A letter or ‘phone call places us at your disposal. 


/ 
CONSOLI pate. CoRK 


4012 SECOND AVENUE 


BROOKLYN 32, N.Y. 


PHONE. STERLING 8.3838 
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TALK OF THE TRADE 


(Continued from Page 4) 





Canned Beverages Discussed ; | rae 7 ) ep 
At C.B.I. Meeting ek we NN a= 


The Carbonated Beverage Institute 





held a meeting recently at The Green- 
brier, White Sulphur Springs, West 
Virginia. 

One of the principal tops of dis- 
cussion was the further development 
of carbonated beverages in cans. Ac- 
cording to reports made at the meet- 
ing, many “C.B.I.” members are al- 
ready engaged in or planning the 
manufacture and sale of their private- 
name brands in cans. 

Laurie QO. Graf, president of 
“C.B.1.”, announced that his company 
was now in production of a 12 oz. flat- 
top can, with distribution currently 
being made through the entire state 
of Wisconsin. Julius Darsky, Golden 
Age Beverage Companies of Akron 
and Youngstown, Ohio; Martin E. 
Becker, Miller-Becker Company, Cleve- 
land, Ohio; and Martin Feigenson, 





Feigenson Brothers Company, Detroit, 





Michigan, all announced production 
and plans for canning soft drinks. 
Emanuel D. Lowenstein, Booth Bot- 
tling Company, who was the first inde- 
pendent bottler in the Philadelphia 
area with a cone type canned beverage 
package, stated that his product has 
been well received by both retailer 
and consumer. 
Another feature of this “C.B.I.” 
meeting at The Greenbrier was the 
presentation to past president Abe 
Lapides, Suburban Club Carbonated 
Beverage Company, Inc., Baltimore, 
Maryland, of a testimonial plaque in 
recognition of his outstanding accom- 
plishments as president during the 
years 1952 and 1953. The plaque was 
presented by president Laurie Graf 
during a Reception and Dinner on the | 
:  igesing = ¥ ee FROM COAST-TO-COAST...IF IT'S PAPERBOARD, CARTONS, 
“C.B.1.” is scheduled to take place in 
Baltimore Maryland, during the latter | CARRIERS OR SHIPPING CONTAINERS...IT'S A JOB FOR 
part of September. This meeting will | ee ETT 


be another in the series of plant visita- | 
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tions, and the members will be visiting 
the various Suburban Club Plants in 


Baltimore and Annapolis, Maryland. 


General Business Conditions 
THE ONE BEST Trade and industrial reports have 


PAPERBOARD Ri shown further mild improvement dur- 
© 





\ ing the past month, confirming the 
AND ‘CARRIER | turn for the better that took place 


_early in the spring, while the gains 
FOR THE JOB _during the past three months have 
| been on the whole slight, they have 
_ been reassuring and the general feel- 
| ing about the balance of the summer 
and the fall prospect is one of con- 


| provement is found in the fact that 
| during the decline in output from July 


ACM-GAIR CARRIERS do a terrific selling | of the many different kinds we make. ACM- | 1953 to the March-April low, consump- 


job. They look so good... they last so long... GAIR ships fine Carriers by the millions to | tion was relatively sustained and a 
they add so much to the merchandising power many of our country’s biggest bottlers. More | Zap between consumption and produc- 
of your product! and more plants from coast-to-coast are turn- tion was opened. The measure of the 
Study the many fine features of the successful ing to us for the better quality and service | gap is the reduction of business in- 
7-UP Carrier pictured here. This is only one they need. ventories, which during the second 
| quarter was running at an estimated 

| rate of some $5% billion a year. An- 

AMERICAN COATING MILLS DIVISION « ROBERT GAIR COMPANY, INC. | other gap, even wider, appeared be- 


228 North La Salle Street, Chicage 1 | tween manufacturers’ shipments and 
| new orders. The measure of this gap 
IN PRINCIPAL CITIES OF U. S. AND CANADA. MILLS & PLANTS: CAMBRIDGE, MASS. @ CHICAGO, ILL. @ CLEVELAND, OHIO © ELKHART, IND. @ was a drop in ten months of $22 billion 
GRAND RAPIDS, MICH, @ HAVERHILL, MASS. @ HOLYOKE, MASS. @ LOS ANGELES, CALIF, @ MARTINSVILLE, VA. « MIDDLETOWN, OHIO . : 

@ NATICK, MASS. ¢ NEW LONDON, CONN. ¢ NORTH TONAWANDA, N. Y. © PHILADELPHIA, PA. @ PIERMONT, N. Y. © PORTLAND, CONN. # PORT in unfilled orders. In varying degrees, 
WENTWORTH, GA. @ RICHMOND, VA. © SYRACUSE,N.Y. © TETERBORO,N.J. © TONAWANDA,N.Y. © IN CANADA: CAMPBELLFORD, tiie 

ONT. @ EDMONTON, ALBERTA @ FRANKFORD, ONT. @ LONDON, ONT. @ MONTREAL, QUE. ¢ TORONTO, ONT. @ WINNIPEG, MAN. t 


A SCIENTIFIC, SPECIALIZED, FULLY INTEGRATED PAPERBOARD, FOLDING CARTON, CARRIER AND SHIPPING CONTAINER SERVICE, SALES OFFICES 


industries have been producing 
| less than was consumed and buying 
| less than they were using up. 


While inventory liquidation. still 


QUALITY FEATURES... ae ’ | continues and in some lines must go 

‘ | still further, buyers have been coming 
SIZED FOR WATER-REPELLING wa ig ee back into the market. Even though 
CHARACTERS ; commitments are still kept short, new 
HIGH END PANELS FOR EASY AUTO- : 2 Ve Cc ; eo i | orders have increased. The pressure 
MATIC UNLOADING is : — for curtailment in industrial opera- 


PRE-BROKEN SCORES BEFORE GLU- 27 : ag tions has lightened. 
ING FOR EASY ERECTION 
Confidence in the outlook for the 
CARRY WITH CONFIDENCE . . OUR : a a PRT oN ; 
ACM-GAIR STYLE HANDLE HOLDS! : : § | second half year rests on expectation 
of continuing high demand; on assur- 
DROPPED CENTER PARTITION FOR / » 
ADDED BOTTLE PROTECTION ; P ance of an abundant supply of money 
' | and credit and, thirdly, on the belief 
sasy LOADMND COUPLED WITH Ng wes ; fi that inventories of certain goods, 
MAXIMUM IN-TRANSIT BOTTLE u —_—_— notably manufacturers’ stocks of pur- 
PROTECTION : : : 
_— if, chased materials, have been reduced 
BRILLIANT COLORS AND QUALITY a (ht) BY | to a point where buyers must be 


PRINTING steadily in the market even while fur- 


a 9° LY | ther reduction of finished goods stocks 
ACM-GAIR EGul “ | take place. Those factors may be ex- 
ese ™ ‘ pected to support business, in the fu- 

=a | ture as in the past. 








when speed really counts... 








give you 


LONGER, FASTER RUNS 


You can count on CCS Crowns to turn in a good day’s work on your bottling lines 








every day in the week. But the time they show up best is on those hot summer days 


when you’re really pressed hard for production. In fact, the longer you 


run and the faster you run, the more you'll appreciate their superior performance. 








stops ... more cases per day... lower cost per case. 
Superior performance is the reason why year in and year 
out more CCS Crowns are used than any other kind. 
=i =A AIA ECR Crown Cork & Seal Company, Inc., 
Originator and World’s Largest 
Maker of Crown Corks, 
Baltimore 3, Md. 





Try running CCS Crowns exclusively for two weeks, three weeks or 


more. You'll find, as thousands of others have, that you get fewer 





— 











zt New Sewtce 


Ask your Crown Representative 
about the advantages of 


PALLETIZED 
SHIPMENTS 








Crown manufacturing plants at: BALTIMORE + ST. LOUIS * DETROIT + SAN FRANCISCO * LOS ANGELES * BIRMINGHAM (Leeds, Ala.)-now under construction 


Branch Warehouses Throughout the Nation 


Recent Developments 
In Container Deposits 
Accounting 


4x outstanding container deposits liabilities or 
income? This question may strike a familiar chord 
since it also introduced an earlier article which 
appeared in the February 1954 issue. 


Deposits Treated As Income 


As you may recall, that article dealt with the plight 
of a brewer whose excessive unpaid container de- 
posits were transforme4 by tke Commissioner of 
Internal Revenue into taxable income to the extent 
of a quarter of a million dollars. The Commissioner 
was upheld by the Tax Court and the Circuit Court 
of Appeals on the grounds that the growing balance 
in the liability account indicated that a substantial 
portion of the unpaid deposits would never have to 
be refunded and hence should be treated as income. 

We pointed out that, with the trophy on his shelf, 
the Commissioner can be expected to set his sights 
for similar targets. Accordingly, we explained how 
it may be cheaper, over the years, for bottlers with 
excessive outstanding deposits to annually report 
some portion as income. 

What’s the purpose in repeating this information? 
Simply this—a recent Treasury Department Ruling 
(Acquiescence) appears to have been misinterpreted 
to mean that disproportionate deposit balances will 
no longer be subject to attack. It is important, 
therefore, that this ruling be fully clarified so that 
bottlers will not be lulled into a false sense of 
security on this matter. 


Deposits Treated As Liabilities 


Prior to the “brewery” decision, discussed pre- 


viously, the Commissioner tried to treat a cream- 





This article is part of a series on the subject of 
tax savings for bottlers of soit drinks, prepared 
by David C. Anchin, C.F.A., and Julian S. H. 
Weiner. Mr. Anchin is a partner of the firm of 
Anchin, Block & Anchin, a New York firm of 
certified public accountants. Mr. Weiner, also a 
C.P.A. and attorney, is associated with the firm. 
Both men have written extensively on the sub- 
ject of Federal taxation. 
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ery’s entire balance of outstanding deposits as in- 
come. In this instance, however, he was thwarted 
by the Tax Court which held that the unpaid de- 
posits were true liabilities. Now, several years later, 
the Commissioner, through the formality of a rul- 
ing, has finally agreed to follow the Court’s decision 
in similar situations. 

At first glance, this ruling could easily be viewed 
as a sign that the Commissioner has changed his 
policy and hereafter will not attempt to convert 
excessive deposits into income. A second look, how- 
ever, will prove this isn’t so. 

To be specific, the creamery decision only held 
that taxpayers could not be compelled to report de- 
posits as sales income where title to delivered con- 
tainers is retained by the seller-taxpayer. This de- 
cision, however, did not involve the question as to 
whether excessive deposit balances could be con- 
sidered as income. Hence, the ruling announcing the 
Commissioner’s acceptance of the creamery decision 
will not bar future attempts to convert outstanding 
deposits, not likely to be refunded to customers, 
into income. 
heed the 
advice originally offered in our previous article. 


Accordingly, it would still be wise to 


Now let’s turn to the brighter side. The creamery 
strengthened by the 
tance, lays the foundation for a valuable precedent; 


bottlers who retain title to delivered con- 


case, Commissioner’s accep- 
namely, 
tainers cannot be forced to use the plant inventory 
method (which generally must be used where de- 
posits are treated as sales income) in accounting 
for container cost. The importance of this precedent 
can readily be appreciated by those who have been 
subjected to such compulsion. A good example would 
be the bottler mentioned in the section dealing with 
the NBG Survey Highlights which appeared in the 
previous issue. This bottler, whose annual case sales 
exceeded the 1,000,000 mark, stated that he used 
the depreciation method for accounting purposes 
but was required to use the plant inventory method 
for tax purposes. The Commissioner’s acquiescence 
in the Creamery decision, however, could pave the 
way for such bottlers to use the depreciation method 
and possibly to refunds of income 


seek taxes in 


appropriate instances. 


Allowance Of Container Losses Plus 


Depreciation 


The 
by the Commissioner on another major front. This 


taxpayer in the creamery case was attacked 
second area of controversy involved a deduction for 
an extraordinary loss of bottles and crates in addi- 
tion to the regular depreciation provision. The Com- 
disallowed the deduction on the grounds 
The 


missioner 
that the loss was not properly substantiated. 
Court, 
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however, disagreed and held that proof of | 


Seven Sizes — 


15 to 60 H. P. 


15 to 200% W. P. 


Light oil, gas 


and light oil-gas 
combinations. 
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SPACE-SAVING 
DIMENSIONS! 
See Table at 
bottom. 
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SMALL-SPACE 


PACKAGED BOILERS 


BIG- BOILER 
QUALITY 


at LOW 
PRICES 













TEAM 
ES! R 
kers of | PieeRe aware 


e Immediate delivery from factory stocks! 

eldeal for small plants, laundries, dairies, 
bottling works, plants in loft buildings! 

e Big installation savings! Units shipped com- 
plete, ready to go. Nothing to assemble. No 
special foundation, brickwork or high stack 
required, 

e Automatic, clean, labor-saving operation! Fast 
steaming. 

e Easy maintenance — all parts accessible! 

@ Big-boiler quality! Built to standards of A.S.M.E. 
and National Electrical Codes. Underwriters’ 
Laboratories-approved. Each unit factory- 
inspected and tested before shipment. 


MAIL COUPON TODAY FOR ALL DETAILS 


es 

AMES IRON WORKS } 

Box Q-84, Oswego, New York ’ 

Gentlemen: 

Please send me further information on Model T-P Steam { 

Generators and name of nearest representative. 1 

: 

NITE <inc <Aicocetvet<és ecccieaubicinesiopsantuaiearbeondiinen tatbebenuke caddis ubaneadictaaanala i 

II aisoess +. soc tsteasaebenmisiaind edonnteetn weevnagpesp eupibbedpsienccrbotahiinaintay 4 
ADDRESS 


AMES x IRON WORKS, inc 


Box Q-84 


Oswego, New York 
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»..£BUT ALL ANCHORGLASS BOTTLES 
HAVE THE SAME QUALITIES 































HEY are uniformly strong, tough, dependable 

lightweight glass bottles—high in chemical dura- 
bility, accurate in capacity, with smooth fire-polished 
finishes. They are designed to withstand the knocks of 
modern high speed production lines, handling and 
transporation. 


Anchorglass bottles are the result of practical engi- 
neered designs, careful selection and control of raw 
materials, uniform distribution of glass, precise tem- 
perature control in annealing and thorough quality 
control through laboratory tests and regular inspections. 


Anchorglass bottles are available in crystal, amber 
or green glass, with or without permanent applied 
color labels. Let us send you samples for test purposes. 


* - Anchorglass® Beverage Bottles 
are available in all standard styles and capaci- 





ties, plain or stippled, with or without ap- 
plied color labels. The Anchorglass bottle at 
right with ACL decoration is a 28 ounce size. 


ANCHOR HOCKING 
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GLASS CORPORATION 


LANCASTER, OHIO 
* 
The Most Famous Name in Glass 








the actual amount of a loss is not essential for a 
deduction tied in with depreciation. 

Unfortunately, the Commissioner has refused to 
retreat on this point and has issued a ruling to this 
effect. It should be borne in mind, however, that 
the Commissioner has not contested the right to 
take such a deduction. He is merely insisting on a 
greater degree of proof than that required by the 
Tax Court. 

The victorious creamery has forged two powerful 
weapons which can undoubtedly strengthen the tax 
position of many bottlers. 





NEW BOTTLING PLANT FOR THE PHILIPPINES 
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A modern facade highlights this new bottling plant of the 
Manila-Cosmos Aerated Water Factory located on Rizal 
Avenue Hill, Malabon. Rizal, Manila, Philippines. The 
company bottles and distributes Cosmos beverages and 
was established in 1918. In addition to the new building, 
much new equipment has been installed. The building 
occupies 2,625 square feet on approximately 1/3 of an 
acre. 


MASS DISPLAYS SELL BEVERAGES 
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More than 3600 cartons of Tru-Ade were sold from this 
and other mass displays built in a new Acme Super 
Market in Camden, New Jersey, in connection with a four 
day grand opening sale. Left to right: Mr. Kelk, general 
superintendent; Mr. Meyeroff, store manager; Mr. Kelly, 
assistant manager. This store is now one of the largest 
super markets on the East Coast. 





National Bottlers’ Gazette 








——— THE COVER PICTURE 





9 E. 35th St., New York 16, N. Y. 


Vol. LXXII No. 870 Member @ 3 


PIONEER PUBLISHERS IN THE 
SOFT DRINKS 











INDUSTRY 
EXECUTIVE STAFF: 
B. S. KELLER Publisher 
M. J. BECKER Editor 
S.R. KAPLAN... Business Manager 
D. K. KIEL... Associate Editor 
BERT DALE Field Editor 
CARL FIELD } Advertising 
GEO. R. SHEAR } 
JACK RAYMAN... Circulation Manager 


BRANCH OFFICES: 


PACIFIC COAST: Ned Brydone-Jack 
714 W. Olympic Blvd. 
Los Angeles, Calif. 


SOUTHWEST: Frank McKeown 
600 West Frey Street 
Stephenville, Texas 


CANADA: Harry Bernstein 
95 King Street East 
Toronto, Ontario 


Established 1882, by W. B. Keller @ Largest, lead- 
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editorial 














Beautiful and efficient beyond 
words is the description that fits 
the new Vernor bottling plant 
recently completed in Detroit. Ex- 
clusively treated in both picture 
and story by N.B.G., this plant is, 
in every respect, a fitting monu- 
ment to the founder of the busi- 
ness James Vernor and his late 
son James Vernor, Jr., and to its 
present executive staff, James 
Vernor Davis and James Vernor. | 
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The Only Roadblock is . . . Indecision ! 


@usiness decisions should not be made hastily or on hunches, but only 
after sober consideration of facts, evaluation of causes and effects. It has 
come to our attention that quite a few bottlers have delayed or procrastinated 
their expansion plans, the purchases of machinery and even shortened up on 
stocks of crowns, bottles and other day-to-day needs because of indecision 
as to the eventual effects of the thro-away package—glass or tin. 


Because N.B.G. is a clearing house of data, information and facts, the 
repository of many confidences and possessor of a great amount of back- 
ground and experience, we feel we can express at this time, certain observa- 
tions and conclusions. 


First, the non-returnable package, which in this industry started with 
glass, picked up tin and could very well be extended to other materials if 
current researches pan out, is here to stay. Some portion of our volume 
from here on out will be in a “convenience” package, priced as the market 
and economics will dictate. 


Second, it should be expected that at the beginning, some deposit bottle 
sales will be displaced by these other containers, but the end result will be 
this—a growing use of both returnable and non-returnable containers and 
therefore an expanding market and additional volume for the industry. The 
widening of distribution, greater availability and broadening of markets 
will contribute considerably to this. 


Third, the nature of the packages, the needs they serve, the economics 
of both the industry and the consumer, the experience of similar situations 
in other fields like beer, and foods packed in various kinds of containers, 
show that for the foreseeable future, the deposit bottle will not be displaced 
as the prime package. 


Fourth, only a small number of companies in our field are physically 
and financially, even marketwise, able to engage in a dual, or triple container 
operation, or to toss over one package for a complete switch to another. 


All these factors support our belief that no reason exists to delay plans 
and purchases needed by the business. We haven’t stopped buying millions 
of cars yearly although we know a new model is introduced by each maker, 
each year. 


Why be less firm with something as important as the business which 
produces our living? 


ll 











12 





On the theory that it's easier to make 
and sell a million bottles of soft drinks 
than it is to sell a thousand, John Cott, 
the fabulous New England bottler, is per- 
manently committed to a unique pro- 
gram of advertising and merchandising 
... and bids fair to become a national 
factor in the industry. 





JOHN J. COTT 
President 





WALTER A. BONVIE 
Advertising Manager 





74 werican bottlers of soft drinks, much concerned 
with selling their products to the consuming public, 
and always engaged in a scrappy sales fight for 
profitable markets, will find much of interest in the 
advertising and merchandising programs developed 
by the Cott Beverage Corporation of New Haven, 
Connecticut. 

And other bottlers, seeking new lures for con- 
sumers in today’s competitive market, will find 
many a valuable lesson in smart sales promotion in 
the huge collection of material that flows in an 
unending stream from the Cott organization. 

Tangy! Tart! Terrific! And keep the sales mes- 
sage constantly in front of the public! 

That’s the volume selling recipe developed by 
Walter A. Bonvie, slow-talking but fast-thinking 
advertising manager, who runs the sales promotion 
and comprehensive merchandising program at the 
Cott offices in New Haven. In the Bonvie scheme 
of selling more and more Cott Beverages, every- 
thing hinges on keeping the Cott name and reputa- 
tion for quality in soft drinks constantly in front 
of the public. 

Backed by hard-hitting, down-to-earth newspaper, 
radio and television advertising, effective point-of- 
purchase displays, window streamers and a breath- 
taking collection of colorful 24-sheet billboard 
posters, dealers and customers are constantly re- 
minded that “It’s Cott To Be Good!” And added to 
these are a series of promotions and dealer ads 
that inevitably add up to bigger and better sales 
for everyone concerned. 

Typical addition to the Cott bag of ingenious 
promotional tricks is the new Cott Carousel. This 
portable carousel unit is displayed in front of super 
markets and retail stores. The purchase of two 
quart bottles of any Cott beverage entitles the 
holder to a free ride on the carousel. The kiddies 
just love the free rides and the dealers enjoy the 
increased Cott beverage business. 

Another promotional technique employed by the 
Cott organization in spearheading an invasion of a 
new market, is the use of the free drink during a 
Cott demonstration in large stores and super mar- 
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| 
A few of the newspaper advertisements that were pre- 
pared to introduce the entire line of Cott Non-Fattening 
beverages. News mats are offered free to dealers and 
advice concerning scheduling is available from the 
Cott advertising department. 





Colorful display panels are definitely a part of the Cott 
sales promotion program. This Treasure Chest 22” x 
32” Panel for window >r store display is lithographed 
in four colors and features Cott Quality True Fruit 
Beverages in 17 flavors. Dealers have found that it pays 
to use the various displays made available by the Cott 
organization. 
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One of the latest additions to the Cott collection of merchandising tricks 
is the Cott Carousel shown here in front of the Acme Super Market in 
Trenton, N. J. The portable carousel unit can be attached to a salesman’s 
car and is left in front of the store featuring the Cott beverages. The pur- 
chase of two quart bottles of any Cott flavor entitles the recipient to 
enjoy a free ride. It’s a terrific hit with the youngsters. 





Reasons WHY it pays to carry 


Coll Non-Fattening 


Beverages 
1- Quality - famous Cott Quality! 
2 - Sales - America’s largest seller! 
3 - Profit - over 20%! 
4 - Convenience - in throwaway bottles! 
9 - Size - 12 delicious ounces! 
6 - Flavors - in popular assortment! 
7 - Consumer Preference - 


ae hest hy taste! 
8 - Advertising - ee 
real support in all media! 


ITS GO to BE Good 


A typical page from the sales brochure prepared by 
Walter A. Bonvie. Note the down-to-earth sales argu- 
ments and the easy-to-read format. The impact of 
these messages almost eliminates additional sales 
work by visiting salesmen. 
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GRAPEFRUIT 


LEFT— 
To help promote the Cott line of Die- 
tetic beverages, this Zsa Zsa Gabor 
Panel size 22” x 32” was made avail- 
able to dealers featuring the line 
of soft drinks. The attractive litho- 
graphed panel helped build profit- 
able sales and increased volume. 


BELOW— 


Keep the Cott Beverage name con- 
stantly in front of the public. These 
24-sheet individual four color litho- 
graphed display posters have recent- 
ly been posted over the countryside 
and are scheduled to bring heavy 
advertising support in promoting 
Cott beverages. 






















kets. In-depth sampling of this type by capable dem- 
onstrators on the floors of the super markets during 
busy shopping hours, has helped to build a very 
substantial demand for Cott beverages and has 
enabled the company to invade markets previously 
covered by competitive bottlers. 

Actually the growth of the Cott organization, 
headed by capable John J. Cott, president, has been 
accomplished by a lot of hard team work based on 
good merchandising practices. Quality is still the 
cornerstone of the business with the added touch 
of an alert organization young in years, resilient 
and responsive to new ideas and changing economic 
conditions. Sparked by John Cott, the thinking at 
any level reflects an awareness of the needs of the 


soft drink consuming public, and an effort to supply 


a quality beverage at a reasonable price. 

On the dealer level, nothing is left to chance and 
every possible opportunity is used to SELL, SELL 
and SELL. Simple-to-read presentations prepared 
by Mr. Bonvie and his staff are used to present the 
many dealer advantages in buying and selling Cott 
soft drinks. In addition to the special introductory 
offers, heavy advertising support and point-of-pur- 
chase materials are carefully outlined so that the 
dealer can see at a glance exactly how profitable a 
harvest he can reap through the sale of Cott Bever- 
ages. In many cases, these presentation folders serve 
to wrap up the picture so effectively that salesmen 
from the company have only to take an order with- 
out any additional sales arguments. 

Ever alert to changing market conditions, Cott 
was one of the first soft drink: producers in the 
United States to introduce the dietetic beverages. 
First market tested in Manchester, New Hampshire, 
Cott Non-Fattening Beverages are now distributed 
from coast-to-coast to meet the demand of the ca- 
lorie conscious public. The growing sales of this line 
of soft drinks have not, according to John Cott, 
affected the sales of their other drinks, and have 
instead opened many new channels for additional 
profitable business. 

Backing the push into the national market, the 
Cott company has established franchise bottlers in 
many areas of the country. Current territories in- 
clude Manchester, N. H., Somerville, Mass., Natick, 
Mass., Perth Amboy, N. J., Pittsburgh, Pa., Provi- 
dence, R. I., Troy, N. Y., Miami, Florida, Dayton, 
Ohio, Chicago, Ill., St. Louis, Mo., Sheboygan, Wis., 
Oakland, Calif., and Dallas, Texas. 

With dollar sales showing a healthy rise, the 
Cott team of executives is convinced that even 
greater progress can be made by pushing into new 
markets in an effort to slice off sizeable portions 
of the business now enjoyed by other leading na- 
tionally-distributed soft drink brands. But by any 
criteria, a well-integrated merchandising program 
will continue to highlight the sales program of the 
Cott Beverage Corporation. 
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The new James Vernor 
Company plant on 
Woodward Avenue, Detroit, 
Michigan. Building occupies 
seven acres—is one of the 
largest and most modern 
beverage manufacturing and 


bottling plants in the world. 
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Low-Pressure Fillers 
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PT LIQUID MACHINERY LINES 
or the ALL NEW Zee PLAN 


iz Highest Quality Control 
og Top Production Yield 


” World famous for the quality it keeps, 
the LIQUID Low Pressure system is the 
acknowledged standard of the industry. 


In the face of ever sharpening 
competition, more and more bottlers 
are turning to LIQUID machinery to 
safeguard the quality of their beverages. 





For Full Information On LIQUID’s New Line of Bottling Machinery Write To 


THE LIQUID CARBONIC CORPORATION 


3100 South Kedzie Avenue ° Chicago 23, Illinois 
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A well-equipped laboratory staffed with trained chem- 
| 
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Well prepared point-of-purchase material is considered 
an important and vital component of the entire Cott 
merchandising program. These colorful bottle-toppers 
are real eye-catchers and help boost sales in the stores. 


Dealer Cooperative Ads 














Mehl 


Ad 106 — 2 Cole. « 28 bine: ~ Totet 56 lines 








Ad 105 — 2 Cole. « 54 tines ~ Total 108 lines 














A specimen collection of newspaper ads available to 
dealers in the form of free mats for local newspaper 
advertising programs. 








ists provide research and quality-control facilities at 
the Cott Beverage Corp. plant in New Haven. 
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Modern production equipment is maintained in top 
working condition by a competent staff of mechanics ate 
at the Cott plant in New Haven, Conn. An operator in mixel 
front of the bottle inspection unit. atter 
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A view of the homogenizer in the syrup room at the 
New Haven plant. Stainless steel equipment and tub- 
ing line the walls of the room and help maintain 
quality standards. 





Large yards around the New Haven plant provide 
ample storage room for drums and cases. Pallet loaders 
are used extensively. 
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has spanned four generations of a single family 
has occupied seven plants and 88 years of time. 
lhe only thing which has remained constant and un- 
thanging is the product—a unique, amber-colored, 
nusual tasting ginger ale which is a staple in 
Jetroit and other cities where the Vernor organiza- 
ion has plants and warehouses. For this is a “drink- 
ng’”’ ginger ale, designed as a beverage and not as a 
ixer although it can, of course, be used for the 
latter purpose. The Vernor “addict” can enjoy his 
oeverage hot or cold, carbonated or still, in bottles at 
fountains or on “draft” even in his own home, 
through company-designed and constructed equip- 
ment. This phase of the business is so large that a 
separate division has been set up to handle it. 

An unpredictable turn of fate made it impossible 
for James Vernor to see the full culmination of his 
greatest ambition—the dream plant (right) which 
is pictured and described in this special feature, 
exclusively prepared by the N.B.G. Staff Editors 
and photographers. This story, in its scope, cover- 
age and manner of presentation, is to our knowledge 
unprecedented in the industry—but this Vernor 
bottling plant, which has not as yet had an official 








By day and by night, the Vernor plant is one of 
Detroit's civic attractions. Full interior lighting allows 
the bottling department, sirup room and water filtra- 
tion room to be inspected from the street by passersby. 


























opening, although it is in full operation, merited 
the time, money and effort which was expended to 
prepare this special feature. 

It would be easy to apply superlatives to every 
aspect of this establishment, but they would be 
“gilding the lily.” A mere recitation of facts and 
figures is sufficient to establish this plant as among 
the largest, most efficient and most attractive in 
the industry, anywhere in the world. It is the cul- 
mination of a business which was started in a drug- 
store in Detroit by James Vernor, who was the 
proud possessor of the number one Michigan phar- 
macy license. Mr. Vernor developed a ginger ale 
flavor and served it to his delighted customers ; 
he did so well with it that in 1896 he moved to 
lower Woodward Avenue in Detroit and opened a 
store devoted exclusively to the manufacture and 
sale of Vernor’s ginger ale. It was also in 1896 that 
the second James Vernor entered the business. By 
1915 they were operating the first full scale bottling 
plant. In 1927 the founder passed away. In 1941 


THE VERNOH STORY 




















they bought a large building on the Detroit river 
front and set up the plant which was familiar to 
many bottlers throughout the country. 

For the last three years, property occupying more 
than a complete city block on Woodward Avenue, 
the former site of Detroit’s Convention hall, has 
been acquired. In 1953 a complete conversion of the 
buildings was begun under plans jointly made by 
the Vernor organization and its architects, Harley, 
Ellington & Day, Inc. Several thousand bottlers 
throughout the country know the site well, since 
they visited it and endlessly tramped the vast areas 
of the Detroit Convention Hall; a part of the shell 
of the building was retained to provide the storage 
and truck loading area of the new plant. 

Everything about the plant is big, but its size is 
tnatched by its efficiency. Its four completely auto- 
matic bottling lines can turn out 750 cases per 
hour, per line. It uses both the fork truck and pallet 
system and conveyors for materials handling. It 
uses the first three pallet loading machines to be 





1 THE PLANT'S PLAN 


1—The Retail Store 

2—Entrance lobby 

3—Bottling department 

4—Sirup mixing and storage room 
5—Water filtration equipment 
6—Sugar storege department 
7—Simple sirup tanks 

8—Gallon jug bottling department 


9—Bottle washing, bottle inspection, 
case loading and unloading area. 


10—Production department offices 

11—First Aid station 

12—Extract department 
»13—Extract storage in barrels 

14—Filled case stcerage 

15—Palletizers 

16—Tank filling department 

17—Mtys storage 

18—Multiple line conveyor system 

19—Misc. supplies storage 

20—Truck entry 

21—Truck parking lot 

22—Truck exit 


123—Fleet Superintendent's office 


24—Garage, truck washing and repairs 
25—Filled case storage 


26—Machine shop, tank manufacture and 
repairs. 


7—Driver check-in and check-out office 
8—Sirup department control panel 
9—City delivery building 


30—Refrigerated room 
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Three of the four Liquid Carbonic bottling lines are visible through the show window fronting on the bottling depart- In this view of the bottling department (below) photo- 
ment, in this view. The lines are identical as to equipment but differ in size. Nos. 1 and 2 have 32-wide Liquid graphed from the lobby side, all four lines are shown. 
washers and 60-head fillers. Nos. 3 and 4 have 20-wide Liquid washers and 50-head fillers. Pending the installa- The aluminum rail runs the full length of the bottling 
tion of four new type 50-head Liquid fillers, Liquid Carbonic Corporation installed the present fillers to enable department. Visitors can see the unloading ends of the 
the plant to get into production. As seen in the picture at the right, the bottling department as viewed from the washers, the filling machines, the 30-head spinner mixers 
side staircase is a gleaming symphony of stainless steel on all surfaces exposed to public view. Note the crown and the Liquid carbonating equipment. 

chutes to each of the four hoppers. 


installed in a soft drink plant. There are 250,000 
square feet of working space under roof, plus two 
and a half acres of paved parking lots in addition 
to the plant. There is a sign at one corner of the 
building on Woodward Avenue which is 55 feet 
high, 25 feet wide and holds 75,000 watts of neon 
lighting. This is reported to be the largest ground- 
supported pylon sign in the country. A pouring bottle 
fills a ginger ale glass every 5 seconds. Forced venti- 
lation was required on the inside to dissipate the 
heat of the lighting. The building has a frontage of 
425 feet, a depth of 650 feet. There are 20,000 square 
feet of offices, all air conditioned, as are the offices 
of the production department and other facilities. 
Every operation in this bottling plant including 
the manufacture of the basic extract is visible 
from the street. The building has a complete glass 
front from end to end, behind which are located the 
following departments in this order—the employ- 
ment office, the retail fountain, the lobby, the bot- 
tling department, which is 146 feet long by 52 feet 


wide, the sirup room and the water filtration de- 
partment. The section of the bottling department 
holding the loading end of the washers, the case 
cleaners, the bottle inspection units and the auto- 
matic case packers is 140 feet long by 90 feet wide. 

As seen from the street, the plant is impressive 











porcelain enameled metal, colored yellow and green. 
The entire second floor front is all glass, set in 
stainless steel frames. This window area is heat 
resistant actinic glass, and the top and bottem 
panels are enameled Herculite. Office interiors are 
made from various plywoods, with executive offices 
in Philippine mahogany, each in a different pattern. 
The offices have rubber tiled floors, accoustic tiled 
ceilings, and fluorescent lighting in specially de- 
signed fixtures is common throughout the entire 
plant. 

The James Vernor Company operations are not 
confined to the city of Detroit. It has other plants 
in Cleveland, Toledo, Buffalo, Cincinnati, Miami and 
Tampa; 38 bottlers in various parts of the country 
are under franchise. It owns and operates a sub- 
sidiary in Windsor, Canada and has ten large ware- 
house operations scattered throughout Michigan 
and Ohio. A family corporation, the late James 
Vernor, who died in June of this year, was chair- 
man of the board. James Vernor Davis, grandson 
of the founder is President, and James Vernor, Jr., 
Vice President in charge of advertising and public 
relations. Howard Morehouse is Secretary and 
Treasurer. 

The plant produces only the famous Vernor’s gin- 
ger ale, in 8 ounce and 24 ounce bottles; draft ginger 
ale in 10 gallon tanks which are designed, made and 


maintained by the company; home service units 
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almost beyond words. The exterior is of micarta 


























The use of automatic machines wherever possible enables 
the lines to run at high speed and efficiency, with just 
nominal attention by production workers. The two pictures 
above show how empties are handled at the bottle 
washers. Two operators use hand unloading units when 
quarts are running through the No. 3 and No. 4 lines to 
fill the pre-load mechanism of the Liquid washers. The 


8 ounce lines, however, are equipped with automatic 
Liquid case unloaders, handling two cases in a cycle. 
The empty cases, as shown at the left, are automatically 
cleaned of debris when they run through the four Standard- 
Knapp case cleaners. The empty cases then move on 
conveyor lines to a point opposite the Standard-Knapp 
case packers, where they are filled. 





which also contains 10 gallons of ice cold ginger ale, 
ready for palatable serving; fountain syrup in gal- 
lon bottles and operates a fountain outlet for 
the public in the plant itself. With its new 





facilities, the company can produce six million 
drinks in a 24-hour day. The 8-ounce bottle whole- 
sales at $1.12 a case, the 24-o0z. at $1.56. Fountain 
drinks are generally retailed at 10c. 











Four Standard-Knapp case packers, one to each line, easily handle the output of Bottle inspectors watch filled goods move past the Miller Hydro inspection units. 
the filling lines. The case is moved automatically from the packers on conveyor lines Some of the inspectors are non-hearing people. The plant employs 23 such handi- 
to the rear half of the plant for automatic assembly on pallets. Pallet loads are capped people, finding them good workers in their own right and compatible with 
48 cases for 8 ounce goods, 40 cases for the quarts. the others. 








a) uh 


Atlanta Paper Bottlemaster carton set-up machines are used to prepare cartons for (right), tossing the cartons into a big bin from which other operators take them to 
insertion in the cases (above). The machine is portable and can be transferred to insert them into empty cases headed for the automatic case packers. The company 
any line. However, when needed, production workers can also set up cartons by hand does an appreciable amount of its volume in carryhome cartons. 
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Nearly a mile of Alvey power, gravity and booster con- 
veyors are used in the plant, running in multiple levels 
from the empty storage areas to the filling lines and back 
to the palletizing machines (below). The plant boasts 
3 Alvey palletizers, the first known to be installed in a soft 
drink bottling plant. Two of them are shown in action 
in the picture at left, the third is in another loading area 
nearly 300 feet away from these two. Each can load a 
pallet a minute. The picture at the lower left gives some 
idea of the depth of the plant. The camera viewpoint is 
at approximately the middle of the building, looking 


toward the rear. 
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. in which Vernor’s has put into play every 
device common to such an operation, and a few of 
its own development. The basic process of course 
is extract making (Vernor’s makes its own), but 
simple syrup and finished syrup is processed and 
controlled with extraordinary facilities. In the pic- 
ture (lower left) the operator is shown adding the 
sugar to one of the four 300 gallon stainless steel 
Cream City hot process tanks. The elevated steel 
catwalk minimizes the manual labor involved. The 
sugar, in bags, is brought over to the catwalk by a 
fork truck, shown in operation in the picture at the 
right. Storage of sugar is in the original bags on 
the opposite side of the room. The hot processed 
syrup is cooled down from 190° to 65°, before being 
pumped to the mixing room, by being passed through 
a APVO plate heat exchanger. This was installed by 
Walker-Wallace. 
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Every bit of metal in the 24’ by 52’ sirup room, 
two views of which are shown above, and which 
houses the mixing and storage tanks, is stainless 
steel, and kept spotlessly clean at all times. The 
entire operation is visible from the street, as is the 
water filtration equipment. A glass wall separates 
the water filtration room and the sirup room. The 
sirup room contains four 1,000 gallon Portersville 
storage tanks, six 300 gallon Stapco mixing tanks 
and a number of Waukesha sanitary pumps 

Of particular interest is the fact that every oper- 
ation in the process is controlled from a specially 
designed panel (see lower right). From this panel, 
with its 121 lights, 79 buttons and innumerable 
relays, a single operator can open or close any feed 
line to any tank, controlling water, syrup, extract, 
the operation of pumps, the withdrawal of material 
from one tank to another or any other operation 
required. Moreover, the control panel indicates in- 
stantly what lines are opened or closed, what tanks 
are in operation, and even the amount of syrup 
in the tanks. 
The control panel actually “‘thinks’ 


, 


for itself 

it will automatically open or close valves when tanks 
are full or empty, or start specific pumps where 
needed. It will warn the operator of breakdowns 
or stoppages and regulate and record temperatures. 
Its electronic fingers control the entire syrup process 
from the hot process tanks to the filling heads 
of the fillers. 
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MALCOLM McKINNON, JAMES VERNOR JR., Vice President B. H. MOREHOUSE, Secretary- 
Vice President Advertising and Public Relations Treasurer 


James Vernor Davis heads this huge operation; despite 
the size of the plant and the ramifications of the business 
itself, he knows intimately every operation and has his 
fingers constantly on the pulse of the business. 


& i : - 


R. J. WOJCIEHOWSKI, Advertising, AVID, Detroit Sales 
Public Relations 


Manager 





aif 


GEORGE YOST, Purchasing Agent RONALD BROWN, Fleet Superin- JACK SUTTON, Production and 


M. A. WELSH, Director, Industrial JAMES E. BRIGGS, Plant Engineer 
tendent Traffic Superintendent 


and Labor Relations 
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People buy what 


catches their eye! 





. is a necessity and an accomplished fact in the 
Vernor plant. These two pictures show some of the 
equipment in use, which includes three 5,000 gallon 
settling tanks, 12 sand and gravel and activated carbon 
filters, made by Automatic Pump & Softener Company, 
6 Kwik Kleen water “polishers” and 3 Hanovia ultra- 
violet sterilizing units. Also part of the water filtration 


ie, 


4 


wet 
” 


equipment is 12 electrode boxes, whose purpose is 
to electrolize the water to produce floc which is then 
MORRIS PAPER MILLS 


settled out in the Buffalo settling tanks. The capacity 

of the system is 15,000 gallons an hour. In addition to 135 S. LaSalle St. « Chicago 3, Ill. 
its use in the sirup, soft water is used in bottle washing 

and pure water in the final rinse tanks. 
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Parked at Vernor’s new Detroit headquarters are a Ford 
Courier and 4 of the 25 new Ford P-600 Parcel Delivery 
units recently added to this company’s fleet. 


Why Vernor’s ordered 25 more 
Ford P-600 Parcel Delivery Chassis 


The James Vernor Company of 
Detroit, Michigan—largest manu- 
facturer and bottler of beverage 
ginger ale in the U. S.—found a 
new answer to one of the biggest 
problems of beverage trucking 
... the problem of moving heavy, 
bulky loads fast in highly con- 
gested areas. 


A Ford P-600 Parcel Delivery 
chassis rated at 16,000 lbs. GVW 
and mounting a custom-built 
15-ft. Pallet Van body was placed 
in operation. This body had full- 
height sliding side doors and full- 
width rear doors for rapid loading. 
The big inside body area handled 
350 cases . . . 150 cases more than 


normally carried by a conven- 
tional 154-in. wheelbase truck. 


On the road, the new P-600 
turned out to be a “natural’’ for 
the job. It combined heavy-duty 
ruggedness and gas-saving power 
with the time-saving advantages 
of a Parcel Delivery Chassis. 
Drivers found it easier to make 
better time through traffic. De- 
liveries were handled faster. Re- 
sult? Vernor’s was so well pleased 
with the performance of their 
P-600 that they ordered 25 more. 


What about you? Could your 
business benefit from the gas- 
saving power, driver-saving ease 


and money-saving capacities of 
new Ford Triple Economy Trucks? 
Find out how Ford Trucks can 
save money on your job! See your 
Ford Dealer today! Or write: Ford 
Division, Ford Motor Co., Dept. 
T-80, Box 658, Dearborn, Mich. 


SAVE WITH ALL THREE! 





1. Gas-Saving Power! 
2. Driver-Saving Ease! 
3. Money-Saving Capacities! 


And... 
Ford Trucks last longer, too! 


FORD 7A Econom’ TRUCKS © 





s 
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THE Vernor plant differs from other plants with 
respect to processes carried on in addition to bot- 
tling. There is an extract manufacturing division 
with full stainless steel equipment consisting of 16 
percolators, 2 mixing tanks of 500 gallon capacity, 
4, 250 gallon holding tanks and 6, 500 gallon storage 
tanks, all made by Cream City Boiler Company 
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(photo at top right). Storage of the highly concen- 
trated extract is in racked barrels (opposite page) 
and the extract is so highly concentrated that it 
has a ratio of 700 to 1, finished product. There is a 
tank filling department, the tanks being used for 
fountains and soft drink bars as well as a home 


service tank, which is manufactured within the 





plant and loaned for home use for big parties and 
concession business (top left). The company also 
enjoys a big business in syrup in gallon containers, 
and has set up a special department consisting of a 
completely automatic Niagara 8-wide gallon-jug bot- 
tle washer, capacity 40 jugs per minute, a Horix filler 
and an Aluminum screw capper (two bottom photos). 





“Custombilt” NIAGARA Bottle Washer cuts costs 65% in 


NEW VERNOR DETROIT PLANT 


40 one-gallon jugs 





are washed and filled 


per minute 


AUTOMATICALLY! 


Cost-conscious VERNOR ex- 
ecutives required an auto- 


NIAGARA'S accumulative auto- metic bottle washer engi- 
matic bottle feed 


- Bottles are neered to precisely fit new 
fed into pockets automatically : ; 


production requirements... 


After several years of satisfac- 
tory operation with NIAGARA'S 
SEMI-AUTOMATIC (shown at ex- 
treme bottom of page) VERNOR 
purchased this new AUTOMATIC 
Bottle Washer. (above and 
right). This ‘‘repeat order'' is 
convincing evidence of NIAG- 
ARA'S smooth, flexible, trouble- 
free operation! 


@ ACCUMULATIVE AUTOMATIC 
BOTTLE FEED! 


NO MACHINE ADJUSTMENTS sgt. wer * i 4 


TO WASH BOTTLES OF ANY | - 7 
SIZE! # my: -: y, q 
Nn ; - : —y : F: Delivery end shows how gently 


COMPACTLY DESIGNED — : ame ,' cool, sparkling-clean jugs emerge | __ 


USES MINIMUM FLOOR re ae “as : ~~ +from washing cycle — are de- 
AREA! - . ~ ee | -acited on unloadina table. 


bream lee A aes 





NIAGARA “Custombilt" Bottle Washer 
{plant's first NIAGARA instaliation) 


moved to VERNOR'S Cleveland Plant 


Because it performed so well in De- FEATURES: 
troit, Vernor moved this model to Handles any size from 4 
their Cleveland Plant where it iso: to § gal. 
now in operation. Compietely welded. 
Will withstand years of a bs 
All bottle - washing 
operation with minimum Sabian tee ott 
maintenance. the same. That is 
why NIAGARA 








will custom-build a 
machine for your 
special require- 
ments. 


NIAGARA BOTTLE WASHER MFG. CO. 


225 FIRST STREET TOLEDO 5, OHIO 

















Magnificent vistas are everywhere in the 
plant. Along the front of the building 
(opposite, top) the yellow colored support- 
ing columns are paralleled by the full 
glass front of the building which as previ- 
ously mentioned shows every manufactur- 
ing operation. The same impressive show- 
ing is made by the private and general 
offices (below) which are arranged on both 
sides of the hall. The laboratory is also on 
this floor, occupying two rooms and two 
offices. Dimensions of the laboratory are 
40 feet by 14 feet and it is completely 


equipped with the instruments needed to 


carry on the quality control program. The 
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entrance lobby (top left) with its two-floor 
mirrored rear wall and an aluminum railed 
staircase carries out the theme of ultra 
attractiveness and luxury, combined with 
business efficiency, further spelled out in 
the private offices such as that provided 
(but never used) for James Vernor 
(top right). Mahogany panelling, deep 
piled rugs, air conditioning and sumptuous 
furnishings make this office a show piece 
in itself. It will eventually be occupied by 
James Vernor Davis and is flanked by the 
efficient office of his private secretary Mrs. 


Marguerite Button (right). 























. » like the directors meeting room (top left) with its 
specially made furniture, its grid ceiling lighting, and the 
retail fountain (bottom center) which is located at the front 
of the plant, and is one of its best public relations features. 
The fountain serves visitors in search of a cooling Vernor 
drink and is the terminal point for scheduled inspection 
tours of the plant by school and civic groups. It is acces- 
sible from the street, the lobby or the plant itself. The 
photo mural on the rear wall shows a scene of the 


Detroit River front, including the old Vernor building. Not 
many bottling plants can boast of a laboratory (bottom 
left) as well equipped or in such constant usage as this, 
staffed by Roy Hanley and J. S. Richardson, chemist, or 
a First Aid station (bottom right) staffed by a registered 
nurse and visited daily by a doctor. The Station is 
equipped for any emergency except major operations. At 
top right is a view of the general offices, air conditioned 
as are all offices in the building. 
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Technical help 
on color formulas 


\ 


C E 


For many years we have been helping 
manufacturers to achieve taste-tempting 
colors in foods and beverages. National 
Food Color laboratories are staffed with 
technicians versed in food chemistry 


as well as color technology. 


Whether you are formulating a color for 
a new product or re-formulating shades 
of your existing line, we will be pleased 
to work with you to develop colors with 

maximum display value and appetite 


appeal for your foods or beverages. 


CERTIFIED COLOR DIVISION 


NATIONAL ANILINE DIVISION atten cuemicat & DYE CORPORATION * 40 RECTOR ST., NEW YORK 6, N. Y. Ae 


Boston Charlotte Chicago Philadelphia Portland, Ore. San Francisco Toronto 
L 


hemicol 





WHITE 3000 SAVES 


; ALL THESE WAY 5 
ALL DAY LONG, in every phase of delivery service, the Pe r 


White 3000 pays its way in more work done... at /ower cost 
...in shorter time. Look how it can save for you! 


See your White Representative for facts about its exclusive 
advantages—its savings and efficiency—for your business. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 
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DROP FRAME DESIGN 
& SAVES TIME AND SPACE IN TRAFFIC SAVES LOADING TIME 





5) MORE DELIVERIES BECAUSE OF MORE PAYLOAD... 
O SAVES DRIVER TIME AND STEPS LESS REACHING AND STRETCHING 
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QO EXTRA ADVERTISING VALUE— 
ROLLING BILLBOARD 6) BETTER VISIBILITY—IMPROVED SAFETY 


FOR MORE THAN 50 YEARS 
SEE YOUR THE GREATEST 


y 2 rs NAME IN TRUCKS 
[SS 
—4J ee 

t Y cao se ee o 2 
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REPRESENTATIVE 
8) SAVES INSPECTION AND MAINTENANCE TIME 
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What happens to a soft drink 
priced at 


96c...In Atlanta! 


Less volume, more profits, is the re- 
port from 7-Up, but nickel still rules 
the roost in Georgia Capital. 


9, HAS BEEN almost a year now since William 
B. Wallace increased the price of 7-Up from 80 
cents to 96 cents—in Atlanta, the nickel capital of 
the soft drink world. And Wallace is happy... 


He figured his break-even point on profits at a 
27% decrease from former volume. The first month, 
he lost 35%. Though there have been several similar 
months, he reports the loss has never been more 
than 35%, and for the most part ranging between 
15% and 20% per month. (This is written prior to 
the big summer season, when it is quite likely that 
former volume will largely have been regained. ) 

In other words, he is selling less 7-Up—but earn- 
ing more profit, and that’s the thing that counts. 

Wallace reports that as a result of the increase, 
7-Up has practically disappeared from coolers, since 
dealers do not care to watch the bottles that are 
taken, and would rather not handle a single brand 
at a price variant from others. Small country stores 
have been lost as outlets also—but the carton busi- 
ness in the big city stores is constantly growing. 

This indicates that the price-resistance is not 
on the part of the consumer at all, but rather totally 
contained within the dealer. 

When 7-Up prices were increased, Canada Dry 
went up too—but in Atlanta as elsewhere, this bev- 
erage is not a strong cooler item. Several bottlers 
of chocolate milk increased price at the same time, 
but faced with a sharp slump in cooler sales, went 
back to the 80-cent level. As N.B.G. sees it, this 
was purely dealer resistance, and does not reflect 
consumer opinion at all. 

Wallace also bottles Dr. Pepper. Watching the 
trend on 7-Up and the chocolate milks, he has been 


unwilling to increase the price of Dr. Pepper, and 


feels it would be a mistake to do so while other 


beverages remain at 80 cents. 

At least it has been proved that a price increase 
will work in Atlanta. When the cans hit Atlanta 
within the next couple of months, a re-evaluation 


of price levels is likely to take place. 
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Jass protects 


your beverage quality 


At the beach or wherever folks want cool drinks, 
they enjoy them more from glass whether a tumbler or bottle. 


Way? Drinks just naturally taste 
better from glass, for glass gives ab- 
solute flavor protection to the con- 
tents whether shelf-time is days or 
months. 


DURAGLAS CONTAINERS 
AN (@ PRODUCT 


Beverages in glass look more in- 
viting, too. The sparkle of glass en- 
hances the sparkle and effervescence 
of your beverage, and the smooth, 
cool feel of glass explains why 





folks just naturally prefer drinking 
from it. 

Duraglas bottles, the finest of all 
glass bottles, are faithful protectors 
of your standards of quality. 


Owens-ILLINOIS 


GENERAL OFFICES + TOLEDO 1, OHIO 
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Biggest bottlers’ body news in years! 


Plastic’ roll-away doors 
speed loading time, check-outs! 


*Timpco plastic-impregnated fiberglass doors roll into top out 
of way to give partial or completely open load area. It’s a 
Timpco Exclusive that saves time, offers greater loading con- 
venience, lowers maintenance costs! 


1. Light, super-tough, extra-resilient. With- 
stand abuse of slamming, banging, bumping— 
no chipping, denting, breaking, warping. _ 
2. Roll up out of way. No moving parts — 
easy as raising a window. Flexible doors roll 
up under body top. Full, open access to entire 
load area both sides of body when desired. 


3. Faster loading, unloading. With all doors 
up, fork-lift trucks can load or unload pallets 
at top speed. No stopping to push or tug at 
conventional, heavy metal sliding doors. 


Write, wire or phone (RAndolph 8459, Columbus, Ohio) 
for complete details today! 


TIMMONS 


METAL PRODUCTS COMPANY 
845 Harrisburg Pike, Columbus, Ohio 


4. Checking time reduced. With all doors up, 
checker can make quicker counts before and 
after deliveries. 

5. Lower maintenance costs. No scraped-off 
paint or trade-mark as with many sliding 
metal doors. Color is in the material — can’t 
fade, wash off, scrape off. No removal repairs, 
no replacements. 

6. Greater speed for routemen. Doors oper- 
ate so easily men can hurry deliveries from 
truck to store, save time at every stop. 


It's time for... 





New Marketing Program Started 
By Owens-Illinois Glass Co. 


Owens-Illinois Glass Co., one of the nation’s 
leading producers of glass and other products, has 
embarked on a new marketing program that aims 
to improve sales by promoting the family relation- 
ship of its divisions and subsidiaries, and the va- 
riety of products they make. 

The chief objective is to establish clearly in the 
minds of customers and potential customers what 
Owens-Illinois is, and what it produces and sup- 
plies. 

Until now the company’s three manufacturing 
divisions—Glass Container, Libbey and Kaylo—and 
its subsidiaries—Kimble Glass Co. and Owens-Illi- 
nois Plywood Co.—marketed their products under 
their own divisional or subsidiary names with no 
concerted effort to relate them to the parent organ- 
ization. 

The result, which Owens-Illinois officials sus- 
pected, and a recent marketing survey has con- 








NEW AD CAMPAIGN BY OWENS-ILLINOIS GLASS CoO. 
As part of its new marketing program, Owens-Illinois 
Glass Co., Toledo, is undertaking a national advertising 
campaign promoting, for the first time, its family of prod- 
ucts. Smith L. Rairdon, left, vice president and director of 
marketing, is shown describing to J. J. O'Shaughnessy, 
manager of the company’s carbonated beverage division, 
the second ad in a Saturday Evening Post series which 
features the advantages of the carbonated beverage 
bottle. 





firmed, was that many a customer of one O-I divi- 
sion, in the market for other products, was un- 
aware that he might also get these from O-I. 

To correct this situation Owens-Illinois has 
adopted a common signature already in use in all 
advertising, which clearly establishes the parental 
role of O-I and identifies all products as O-I prod- 
ucts. The signature consists of a new trademark 
a bold O with an equally bold I in the center 
and the use of “Owens-Illinois” instead of the offi- 
cial name Owens-Illinois Glass Company. 

Eventually, the company’s new trade mark and 
signature will be established in all areas requiring 
public identification. Effecting the change is a giant- 
size job that will be a year or more in completing. 
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Giant Display, 
Consumer Offer 
Moves 2700 Cases! 





Part of the special display of 1200 cases of Pepsi Cola at 
Shell's Super Store, Miami, Fla. Two truckloads of cases 
were always on hand to replenish the supply. 





Wr Shell’s Super Store of Miami does any- 
thing, it is sure to be on a colossal scale. Their recent 
week-end specials on Pepsi-Cola at 29c for a full 24 
bottle case have been moving cases by the thousands. 

A full page grocery ad devoted the prominent 
center space to the weekend offer of this bargain 
price with each $10 grocery order. The display 
shown below has about 1200 cases and it had to be 
replenished frequently over the weekend because a 
total of 2700 cases were sold during this special. 
The first 1200 cases were placed by the bottler’s 
truck drivers. In order to keep the supply from 
being exhausted, two full trucks were parked in the 
store and cases were added from time to time by 
both Pepsi Cola salesmen and the store clerks. In 
addition to the two truckloads, Shell’s had several 
hundred cases in the store warehouse. 

Already claiming to be the World’s Largest Food 
Store, Shell’s is now expanding with an additional 
40,000 feet of floor space. One purpose of this spe- 
cial sale was to acquaint the customers with the 
new location of the store barber shop, which was 
moved to another part of the store during the ex- 
pansion. 

The display was near the barber shop and the 
plan was so successful that the volume of business 
in the barber shop increased 100% during the 
Pepsi special. 

It was the third time in recent weeks (during 
June) that these specials have been offered. Regular 


price of a 24 bottle case at Shell’s is $1.05. 
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tie GARDNER QUALITY 


These Carry-Home Cartons are adapt- 
able to all soft drinks—printed in your 
own colors, with your own designs and 
trade-marks—or in special designs cre- 
ated by Gardner artists—really custom- 
made! 

Gardner Quality Carry-Home Cartons 
are exceptionally sturdy—constructed 
for multiple re-use on white, clean board 
that makes colors sparkle. And it’s a 
satisfaction to know that they are made 
by one of America’s largest, oldest 
packaging specialists — with five plants 
strategically located in mid-America, 
and backed by more than fifty years of 
specialized experience. 


i 
; 


bt 


city STATE 


CARRY -HOME CARTONS 


Proof of all this is no further away than 
the coupon. Mail it today. 


_ THE GARDNER BOARD AND CARTON CO, 


eh Middletown, Ohio 


Please send sample and prices of your: 


(0 Six 6-0z., and 7 oz., returnable Carry-Home Carton 
(0 Six 10-0z., and 12-0z., returnable Carry-Home Catton 
‘(0 Have a Gardner representative call, 


Type of beverage for which Carton is intended 





(if you like, send a sample present carton 
pnb si fy indicating poste Bo in which you por ra 





NAME 


FiRM 






















AMERICA’S FINEST, MOST COMPLETE LINE 





hold up ta 
DW cases 


@ Greatest ca- 
pacity in small- 
est possible floor 
space. 


@ Hold 5 to 50 
cases of 12 oz. 


5-year warranty guaran- 
tees superior service. 


® Sales-making accessories for all models. 
@ Dry, wet and combination coolers for 
any requirement. 
You can cool more bottles for your dollar! 
Make us prove it... specify BEVCO. 


The BEVCO Company, Inc. 


ST. LOUIS 18, MO 





Write for 
Catalog N-| 


3 


3316-28 S. BROADWAY 








there’s an AMERICAN PARTITION 
TO. PACK FASTER, SAFER 


\ 


Beced casing, cut 
labor costs, minimize 
breakage with Amer- 
ican pre-assembled, 
interlocking partitions. 
Volume production 
when you want it. 








: : 4 \ \ : 


AMERICAN PARTITION €0- 


Division of Clatlon Foods Sue. 


HOME OFFICE: 3043 NW. 30th ST., UP 3-5100, MILWAUKEE 10, WIS. 
BOUND BROOK, N. J. CHICAGO, ILL. 
MERCED, LOS ANGELES, SAN FRANCISCO, CALIF. 
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Speeds Delivery, 


Cuts Costs 





| @onsteuction of a 105 by 160 foot plant addition 
| recently at the Roddy Mfg. Co., Knoxville, Tenn., 
| Coca-Cola bottler, has given that firm a spacious 
enclosed loading room plus an area of equal size for 
overnight vehicle storage on the second floor of the 

building. 
The new building was constructed immediately 





Portion of huge loading room, as trucks arrive. 


Indoor Loading Space 





Empty pallets are removed, full pallets carefully deposited 
with Clark fork truck. 
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adjoining and connected to the existing bottling 
plant. There are two rows of supporting pillars, 
spaced so as to create bays about 35 feet wide. 


The building is designed to unload and reload 
eight trucks at a time with speed and dispatch. 
Average time per truck is less than five minutes. 


The trucks all have special bodies designed for 
pallet loading, with two bays for 42 cases and one 
bay for 30 cases on each side—a total of 228. In 
addition, each side has a working space for the 
accommodation of 16 cases of empties to start the 
load. 


Five fork trucks service the incoming trucks 
quickly. The empties are checked in and new pallets 
put in place. The driver then takes his truck out 
the opposite side of the room and pauses for a 
moment at the wash rack position. 


’ 


“It is much easier, and much quicker,” says J. P. 
Roddy, Jr., “to wash a little dirt off every day, 
and have the trucks always look sparkling, than to 
wait till the end of the week when all the soilage 
is caked on. The ‘once over lightly’ wash every day 
actually saves time and expense for us!” 


The trucks then proceed up a ramp to the second 
floor of the new building where they are garaged 
overnight. The driver is ready with a full truck, to 
take off first thing in the morning. 


“The important thing in a loading room like 
this,” comments Mr. Roddy, “is to have plenty of 
space for free and easy movement. In that way, 
each truck can be processed quickly. If we had 
made the building smaller, or tried to handle more 
than eight trucks at a time, we would not be able 
to operate with our present speed and efficiency. 
This has been a very worthwhile development 
indeed.” 





J. P. Roddy, Jr., president of Roddy Mfg. Co., enjoying 
the pause that refreshes. 
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Canned soft drinks in the News 





| NEHI ADOPTS DACAM 
SIX CAN CARRIER 








Almost as impressive as the trend to canned soft drinks is the 
sweeping preference for tne Dacam cartoning system. To the best 
of our knowledge, the Dacam carton is used by every soft drink 
marketed in six-can carriers at this writing. NEHI Beverages of 
Billings, Montana, is an example of which we are very proud. 
Write today for the full story on ‘’a superior carton at less cost’’. 





Dacam Sales Division Charlotte, North Carolina 
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“Pyroglaze” Label US 


Wedge-Shaped Sidewalls 
for strength in the area 


receiving most aie’ 


Solid Base and wall > 
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GLASS BOTTLES HOLD IT BEST! 


MANY BEVERAGES REQUIRE high carbonation. And 
that's where glass bottles come in. Because ... unlike 
other types of containers . . . glass bottles have no 
seams that might weaken under the pressure of high 
carbonation. 


You enjoy other advantages when you bottle your 
beverage in Thatcher Wedg-Walls . . . advantages like 
high trippage, low cost, quality and flavor protection, 
long-term availability, plus no need for new equipment. 
Write for free booklet... reprinted from a leading 
beverage publication which discusses the right con- 
tainer for you. 


THATCHER 


WEDG-WALLS 


THATCHER GLASS MANUFACTURING COMPANY, INC., ELMIRA, N. Y. 


Mb; 


® 





Elmira, N.Y., Streator, Ill., Lawrenceburg, Ind., 
Saugus, Calif., Jeannette, Pa. 


Factories: 


Representatives in Principal Cities 
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ADD NEW FLEET OF TRUCKS 


Henry Fortier, left, and son, Norman Fortier, stand before 
the Hyco Beverage Company plant where NuGrape Soda 
and SunCrest flavors are bottled in Fall River, Mass. 
Object is to show off one of a new fleet of trucks recently 
purchased by the company. 





RENEW OUTDOOR ADVERTISING CAMPAIGN 


In revived Cliquot Club advertising program, the famous 
Eskimo trade mark begins the job of winning a new gen- 
eration of friends ir national outdoor campaign starting 
in August. In addition to the 24-sheet posters, Clicquot 
Club will use newspapers and radio. The campaign is 
concurrent with the drive to expand the bottler organi- 
zation. 








CALORIE CONTROLLED... 


..FORTIFIED WITH 
VITAMIN B, 






PAINTED BULLETINS 


The first of a series of painted bulletins that will be used 
throughout the country stressing the fact that B-1 Lemon- 
Lime is calorie controlled and fortified with Vitamin Bl. 
Doctors, according to company executives, know that 
when a beverage is fortified with Vitamin BI, the vitamin 
acts as a catalyst and turns the sugar into energy instead 
of fat. This bulletin marks the first in B-l’s stepped up 
advertising campaign for 1954. 
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doubling current capacity to fill growing requirements. 





Three full days were needed to allow participation in 
the opening of civic and business people of Milwau- 
kee, dealers and consumers, and suppliers, bottlers and 
invited guests. A part of the group on the second day. 


THE new Pepsi-Cola plant located at 2820 W. 
Capitol Drive, which was formally opened on June 
17 will triple the productive capacity of the old Mil- 
waukee Pepsi-Cola plant, according to the announce- 
ment made by Emmett R. O’Connell, president of 
the Metropolitan Bottling Company, wholly-owned 
subsidiary of the Pepsi-Cola Company. 


The plant, located on a site measuring over 74,000 
square feet with 44,000 square feet under roof, was 
designed by the internationally-known firm of Skid- 
more, Owings and Merrill. The plant has been con- 
servatively described as the most scientifically en- 
gineered bottling plant in the United States. 


According to Edmund R. Campbell, manager of 
the Milwaukee plant, the new unit will produce 
5,000 cases of 12-ounce Pepsi-Cola in an eight-hour 
day. 


A three-day celebration heralded the opening of 
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Pepsi’s New Milwaukee Plant... 


Three-day celebration marks formal opening of ultra-modern | 
bottling plant designed to produce 5,000 cases of 12-ounce . | i 
Pepsi-Cola in eight-hour shift . . . adequate space permits 


















The newest, and considered the most functional of all Pepsi-Cola plants, is this modern 
structure in Milwaukee. There is 44,000 square feet of space under roof, 30,000 more for 
parking, outside loading or storage. 


The big sirup room (below, left) with its massive stainless steel tanks, 
is a focal point of interest. It has tile walls, air conditioning and 
recessed ceiling lights. Emmett R. O’Connell and Dick Burgess, both 
Pepsi-Cola vice-presidents, congratulate Edmund R. Campbell (right) 
manager of the new plant, on his perfect celebration arrangements. 






























the plant. On June 17, the first day of the opening, 
the Pepsi-Cola Company held an unprecedented 
Bodrd of Directors meeting inside the plant. Con- 
currently, a Board of Directors meeting by Metro- 
politan Bottling Co. was held. 


The Governor of Wisconsin, Walter J. Kohler, the 
Mayor of Milwaukee, Frank Seidler, the president 
of the common council and the local councilmen were 
among the invited guests, together with hundreds 
of leaders in the political, civic, educational and bus- 
iness life in Milwaukee who toured the plant which 
was in complete operation. 

Over 70 Pepsi-Cola bottlers were represented by 
125 key men. 

The George J. 
waukee 


Meyer Manufacturing Co., Mil- 
manufacturer ultra- 


modern 50-spout Meyer Dumore bottling line, was 


who supplied the 
host to the visiting Pepsi-Cola bottlers and officers 
at a dinner on Saturday, June 19. 


Polly Bergen, recently signed as the hostess for 
the Pepsi-Cola Playhouse, and a star of radio, tele- 
vision and the movies entertained the visitors dur- 


ing the three-day celebration. 


The new Milwaukee plant is an ultra-modern one- 
story building faced with stainless steel, blue glass 
(heat absorbing and glare reducing) and sand col- 
ored brick. The bottling and syrup rooms are air- 
filtered. Filtered free of any impurities, air from 
the outside is drawn into these two rooms by a Ssys- 


tem of ceiling ducts. 


In the bottling department, Meyer automatic case 
unloaders feed empty bottles into the huge white 
24-wide bottle washer. While passing through the 
bottle washer eve ry bottle is thoroughly cleaned and 
sterilized and deposited on a moving conveyor which 
delivers them to the pre-mix filling machine and 
crowner at the rate of 260 bottles per minute. The 


entire operation is automatic. From the time bottles 


> 
aeecanall 





The automatic, Meyer bottle washing and pre-mix filling 
equipment has stainless steel for most exposed surfaces; 
operator is inspecting clean bottles as they come from 
the 24-wide washer. 
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IMITATION GRAPE FLAVOR 











GRAND PRIZE 


Two beautiful Sport Cars... 
one for the winning NuGrape 
Bottler, one for the winning 
SunCrest Bottler! 





PC ee typical of 
the wholehearted backing continually 


offered NuGrape and SunCrest Bottlers ! 
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Power Packed Sales Programs 















A gigantic, 3-Phase Promotion 


or NuGrape and SunCrest 
June, July, August, September 
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2 GRAND PRIZES One for NuGrape, one for SunCrest 
Bottlers! Plus 12 prize trips. 


PHASE 2-For Route Salesmen 













14 FREE TRIPS TO WORLD SERIES! 


Plus hundreds of valuable prize incentives! 
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6 GREAT CONSUMER CONTESTS! 


480 big prizes for NuGrape 
480 big prizes for SunCrest 
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are placed in the soaker until filled and ready for 
sale, they are untouched by human hands. 


Immediately after the bottles are capped, they 
pass through the RCA electronic inspection units 
which reject any bottles found to be imperfect or 
| short of standards. After inspection the bottles 
| continue on a moving conveyor into a Standard- 
| Knapp automatic case packer which places full bot- 
| tles of Pepsi-Cola in wood cases ready for delivery 
| to the trade by a fleet of 19 new matched Pepsi-Cola 
| trucks. The entire operation is palletized. 





Pepsi-Cola syrup is stored in 3000 gallon stain- 
less steel tanks. From these, it is piped into the bot- 
tling room. A giant Carbo Cooler carbonates, cools 
and mixes 1520 gallons of water and syrup per hour. 


The floors of the bottling and syrup rooms are 
constructed of acid-proof quarry tile. The ceiling 
of the bottling room is acoustically constructed so 
as to keep the noise level down to a minimum. 

The plant provides every modern accommodation 

| for the comfort of the employees, including a tile 
locker room, rest rooms and special shower rooms. 


| Secretary Benson Boosts Milk Vending 


Agriculture Secretary Ezra Taft Benson gave 


| coin-operated milk vending machines another strong 


boost recently when he urged members of the Na- 
tional Association of Retail Grocers to install milk 
venders in every one of their grocery stores. Mr. 


| Benson declared: “I am firmly convinced that many 
| people will drink more milk if we do just one simple 


| thing—make it as readily available as soft drinks 


” 


are. 


| A.B.C.B. Chesterman Award Program 
_is Expanded 


The Executive Board of the American Bottlers of 
Carbonated Beverages has authorized broadening 
of the Association’s Chesterman Award program to 
provide for two divisions instead of one. 

Division One will continue to offer $1,000 in cash 
“for the most outstanding scientific and technical 


| contribution made to the progress and advancement 


| there is a need for specific data. 


of the bottled carbonated beverage industry.” 
Division Two will provide for cash grants or fel- 
lowships, to finance research of types to be deter- 
mined by the Awards Committee in advance of an 
allocation of funds. The committee is authorized to 
appropriate up to $2,500 annually for this purpose. 
The Chesterman Award program was started in 
1945 to encourage continued study of technological 
improvements usable by the soft drink industry. 
The committee feels that the program would be even 
more helpful to the industry if some provision could 
be made to direct research into channels in which 





















OPERATIONS BEGIN. Empty cans arrive at the plant in 
lithographed cartons, later used as shipping cases. The 
cans are being dumped on an unscrambler table, which 
feeds them to the can sterilizer. 


One of the largest plants in the soft drink indus- 
try, reportedly costing approximately $1,250,000, 
recently opened in Los Angeles to exclusively pro- 
duce canned soft drinks in 12 oz. cans. With two 
massive production lines, both having a potential 
capacity of 15,000,000 cases yearly, the plant is said 
to be the largest producer of soft drinks in cans 
now in operation. 

The firm is the Can-a-Pop Beverage Company of 
California, which secured the franchise for Can-a- 





TO PREVENT RUSTING filled cans are run through a 
dryer before being cartoned and packaged. The cans 
“sweat” after leaving the filling machine, due to tempera- 
ture difference between the contents and the atmosphere. 


West Coast Canning Plant 
15-Million Case Capacity! 





THE HEART OF THE SYSTEM is the filling and sealing 
operation—the picture shows the siruper (at right) the 
filler (center) and the can sealer (at left). Operator at 
the left is placing can lids in position. 


Pop from the parent company in Sheridan, Wyo- 
ming. It has the territory for eight western States, 
Alaska and Hawaii. The new firm is headed by 
Ralph L. Ward, its president, who is owner of the 
famed Ward City in Billings, Mont. Operating head 
is C. Emmett Karston, vice-president and general 
manager. Other officers are C. O. Christensen, first 
vice-president, and Larry O. Bennett, second vice- 
president. Robert K. Rogers, secretary-treasurer, is 
one of the original creators of Can-a-Pop. 





THE WATER TREATMENT system has a capacity of 
5,000 gallons per hour. 


Can-a-Pop operation in Los Angeles to 
serve eight Western states. ... Two 
production lines on 1Z-oz. flat top cans 
capable of 30,000 cases daily... . 





TO CHECK FILL, cans are run through a check weigher 
which automatically rejects any can not up to the pre- 
determined standard. 


The plant is a concrete wall structure, containing 
75,000 sq. ft. of floor space. Except for enclosed 
offices and syrup room, the entire space is open to 
provide unobstructed warehouse space. 

The bottling system was designed by Allan B. 
Rogers, creator of Can-a-Pop, who has also designed 
several other Can-a-Pop plants. The result of his 
efforts makes it unique yet simple to operate. At 
100 per cent capacity, its two canning lines can 
produce 30,000 cases daily on a two-shift operation. 





SIRUP MIXING is done in these three 3,000 gallon tanks, 
which are equipped with agitators. Liquid sugar is used, 
and the sugar and water are metered into the tanks. 
Ultraviolet lamps inside and outside the tanks assure 


sterility. 
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The company says it was hitting the 15,000 mark 
two months after the line began to run and expects 
to hit peak capacity by mid-summer, when all its 
distributing and brokerage lines are completed. 

The canning lines represent fully automatic flow 
systems, designed to save pennies in production. 
It is a system that brings empty cans in the back 
door, sends them rapidly through canning and pack- 
aging lines and has cartons and cases ready for 
shipment a few minutes later. Everything is mecha- 
nized, with long conveyor lines combined with auto- 
matic filling, sealing and packaging equipment. 

When the empty cans are unloaded from the 
freight cars, they come in lithographed corrugated 
cartons which are later used to hold the 6-can packs. 
Women operators empty the cartons, place the empty 
cans on an unscrambler table where they are fed 
one by one into a long conveyor line which runs 
to the canning machinery. On the way the empty 
cans go through a sterilizer before reaching a liquid 
syruper and filler, and the Pacific Can sealer. 

As the cans leave the sealer they go through an 
automatic dryer to prevent rust or sweating when 
the cans are packaged in the cartons. From the 
dryer they go through an automatic check weigher 
which rejects any can which does not have the 
correct weight of contents. 

The cans then feed into three different conveyor 
lines leading to the Dacam carton packaging ma- 
chines, which wraps the carton around six cans. 
Automatic packers put the 6 packs into shipping 
cartons which hold either 24 or 48 cans each. 

There is some very big equipment in this new 
plant, located at 210 Manville St., Compton, Cali- 
fornia, a suburb of Los Angeles. The water treat- 
ing equipment, manufactured by Western Filter 
Company, can treat 5000 gals. per hour. The syrup 


system, a liquid sugar installation, has a capacity 





CARTONING into six-packs is done by six Dacam ma- 
chines, three to each line. Cartons are then routed to 
casing units, traveling on the belt conveyor in the fore- 
ground. 
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Clear Glass 
Adds Sparkle 


to your Product! 


Diamonp’s Hi-Test Alkali* No. 3 is your best bet for 
bright and shining bottles. It’s an efficient, eco- 
nomical cleaning compound that will give you top 

cleaning performance at rock-bottom cost. 


And Dramonp can provide you, too, with a highly 

effective cleaner for your equipment. It’s 

Diamond Clipper Cleaner*. This economical 

cleaner, plus Hi-Test Alkali No. 3 for your 

bottles, gives you a combination that’s hard to 

beat. You cut costs and detergent inventory 
at the same time. 


For information on these and other DIAMOND 
engineered cleaners, call your nearest 
Dr1AmMonpD Sales Office, or write DIAMOND 
Alkali Co., 300 Union Commerce Bldg., 
Cleveland 14, Ohio. *® 


DIAMOND WASHING 
AND CLEANING 
COMPOUNDS 





DIAMOND 








‘CH E /MICALS 
“ay te 


DIAMOND ALKALI CO. 
CLEVELAND 14, OHIO 
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the modern, the 


Light refreshment 


|. pred thing about the beaches 
these days is that the people 
there seem to feel as good as they 


look—and they look wonderful! 


Full of life, trim of shape, they 
owe their slender waists and 
graceful figures mostly to their 


modern, wholesome diet habits. 


They shun the over-rich, the 
over-heavy. Their taste today is for food and 


drink that’s lighter and less filling. 


That’s why Pepsi-Cola is more popular today 
than ever. It’s kept in step with modern 
fashion, changing tastes. Today’s Pepsi is light, 

) & 


dry (not too sweet), reduced in calories. 


You'll find Pepsi-Cola everywhere, in the 
familiar economy bottle that serves two 


people, and in the smaller, single-drink size. 
How long since you've had a Pepsi-Cola? 


It’s the modern, the light refreshment. It 


refreshes without filling. Have a Pepsi. 


Pepsi-Cola 


refreshes without fi ing 


AP. 
lave si 


CANS NOT CARTONED into 6-packs are packed 24 to the 


cases by this machine, which has four feed channels. 
The overhead conveyor line feeds the casing machine. 





of 25,000 gallons. Pipes and meters feed water and 
syrup into the syrup room, which has four San-I- 
Tank mixing tanks of 3000 gallons capacity each. 

The plant’s refrigeration system includes two 
large Worthington atmospheric condensers and two 
refrigeration units. Copper piping leads from these 
units to the elaborate carbonating and water cooling 
setup, all designed by Liquid Carbonic Corporation. 
The plant has three condensers, two for operating 
the fillers and one for utility purposes. 

Besides C. E. Karston, other operating heads in- 
clude Frank Gilbert, plant production manager; 
and S. Wallen, general sales manager. The com- 
pany’s marketing territory goes as far east as El 
Paso, Texas. 

Allan Rogers, who designed the plant and is the 
pioneer in flattop soft drink canning feels that he 
has made definite improvements in this plant over 
the others he has built. 


aa 


aa. 


WAREHOUSING of the filled cartons. Pal!cis and forklift 
trucks are used for all materials handling operations 
in the plant. 


Pe ae 
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7-Up "Gamblers" Hit Jackpot 
In National Accounts Contest 


y Chicago Seven-Up Bottling Company recently 
established a new record for the most new accounts 
sold by one Seven-Up bottling operation during a 
national account contest. More than $2,000 worth 
of merchandise awards were won by Chicago 
“Seven-Uppers” as prizes in the national contest. 
The contest was sparked by a Monte Carlo party 





Free and easy spending marked the Monte Carlo party 
at the Chicago Seven-Up Bottling Co. offices. 





to celebrate the closing of the annual Sales School 
and the start of the new account contest. It is re- 
ported that Las Vegas and other hot spots in 
Nevada had nothing on the 83rd Street Seven-Up 
office on the night of the party. As each Salesmaker 
arrived at the party, he was given a wad of $1,000 
bills and urged to spend freely. Drinks were priced 
at $1,000 apiece. 

The dice wheels, chuck-a-luck and horse race 
games had a difficult time competing with the big 
dice table in the center of the meeting room. The 
black-tie dealers were working hard to capture 
the easy money being played. A few adventurous 
players quickly went broke and one or two suc- 
ceeded in making a financial comeback after a fast 
“touch”. As one Salesmaker so aptly expressed it, 
with a sandwich and a 7-Up in one hand and 
$200,000 in the other, “This is really living.” 

All games were stopped at eleven P.M. and the 
prizes were auctioned off to the winners by Bob 
Joyce. 


Bob Joyce served as auctioneer in selling prizes to the 
winners. 
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You can 
fee why... this crown cuts costs 


Here’s a crown with an exclusive advantage, one that can mean reduced costs for you. 
This simple test will show you what it is: Put an Armstrong's Hi-Speed Crown and a 
few others on your desk. Run your thumb over the underside of each and you'll find 
that one of them is smooth. It’s Armstrong’s—and you can pick it out every time. 





























That burr-free underside tells the story. Naturally, this smooth surface means that Hi- 
Speed Crowns run cleaner, with less friction and with less dust. You get fewer skips, 
fewer hang-ups .. . and lower costs. Drop us a line for full details. Armstrong Cork 
Company, Glass and Closure Division, 5508 Coral Street, Lancaster, Pennsylvania. 










Armstrong's Hi-Speed Crowns 


Western Representative 
JOHN MULHERN CO, 
San Francisco 24, Los 
Angeles 23, Seattle 9 
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PLANT... EQUIPMENT... TRUCKS 


MAINTENANCE | 


Waterproofing Process For Outdoor 
Building Surfaces 


A new process for repairing and waterproofing 
sidewalks, loading docks, stairways, ramps, drive- 
ways and other outdoor surfaces in bottling plants 
is announced by The Monroe Company, Inc., 
Cleveland. 

Said to be easily utilized by any maintenance man, 
the process is reputed to solve the long-existent, 
troublesome problem of water leakage into base- 
ments or buildings adjacent to or below sidewalks 
or other traffic area. Waterproofing effectiveness of 
the process is attested by its frequent utilization 
for the re-lining of swimming pools. 

Basis of the process is a recently introduced ma- 
terial known as the “Victory Resurfacer’’. Scien- 
tifically factory-proportioned, the unit is ready for 
immediate application simply by the addition of 
water. There is no guesswork or formulating. 
According to the Monroe flooring division, Victory 
also solves problems that result from the breakage 
or deterioration of glass prism settings. It can be 
used either for entire floor surfaces or for patching. 

Victory can be used without removing or chipping 
the old sidewalk or surface and laid in sections 
without stopping normal operations, The Monroe 
Company advises. It is said to be ready for use in 
24 to 36 hours after application and to withstand 
the heaviest traffic. 

The material is also reputed to be slip-proof 
whether wet or dry and to possess unusually long 
service life. It will not soften in the presence of 
heat from sunlight. 


Offer Liquid Aluminum Roof Coating 
As Heat Barrier 


3R Aluminum Roof Coating, the aluminum asbes- 
tos roofing manufactured by Colonial Refining and 
Chemical Co. of Cleveland, Ohio, may be applied 


in one coat application as a means of reflecting the 
infra-red rays of the sun. 

According to the manufacturer, rooms under any 
roof coated with this preparation, are cooled sub- 
stantially because of the reflective properties of the 
aluminum. 

For buildings where an air conditioning installa- 
tion is prohibitive, this aluminum asbestos roofing 
is the logical answer, it is clamed. Where air con- 
ditioning is already installed, the 3R Aluminum Roof 
Coating, will save the building owner considerable 
sums of money by reducing the heat load. 

The 3R material is a guaranteed roofing and was 
the first aluminum roof coating sold under the Rey- 
nolds Aluminum Warranty Seal of Approval. 


Fire Retardent Paint 


Cited as a new development in paint manufacture 
is a fire retardant compound containing carbon 
dioxide and calcium .chloride, which is claimed to 
smother fire and retard the spread of flame right 
on the surface. This product called Fyr-Kote can be 
applied as economically and easily as ordinary in- 
terior paint, over any interior surface—including 
the most combustible. It is available in a variety of 
decorative colors and has been listed by the Under- 
writers Laboratories. Additional information may 
be obtained from the Fyr-Kote Company, Division 
of Morris Paint and Varnish Co., 27th & Douglas 
Street, Omaha, Neb. 


Coating Wire Fences By Roller 
Saves Time and Money 


Coating wire fences around bottling plants has 
long been a maintenance man’s headache. Not only 
from the how to do it angle, but from the budget 
viewpoint. Normally, if paint was applied by brush 
or spray, more material would wind up on the work- 
men and on the ground than ended up on the fence, 
resulting in costly waste and lost time. 


In developing a new economical method of fence 





painting, The Rust-Oleum Corporation, Evanston, 
Ill., found that a special long-nap, lamb-wool roller, 
thoroughly saturated with paint served to insure 
complete coverage of the wire fence. 

The roller is dipped into the container of paint 
(five gallon containers are generally used) and the 
roller is pulled up on a flat board surface of ap- 
proximately the same width as the roller to remove 
the surplus paint. The roller is then applied to the 
area to be coated. Even the barbed wire on top of 
the fence can be rolled on, although the pipe frame- 
work and supporting arms holding tiie barbed wire 
are best coated by brushing after the fence has 
been roll-coated. 

Important savings in material and in time are 
realized through the use of this method. Tests show 
that approximately 99% of the material is used on 
the fence rather than on the workmen or on the 
ground. At least 70%of the rolling action and sub- 
stantial amounts of materials on the wool. The time 
saving factor is illustrated by the fact that the 
job is accomplished in about one-half the time 
needed to coat the surface by ordinary brush or 
spray methods. 


Complete information on coating wire fences may 
be obtained from the Rust-Oleum Corp., 2799 Oakton 
Street, Evanston, Illinois. 
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PAINTING WIRE FENCES WITH ROLLERS 


A long-nap lambs-wool roller speeds painting wire fences 
around bottling plants. In addition to important savings 
on paints, a better coating job is obtained in half the time 
when the roller replaces the brush or spray gun. 
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On-The-Job Battery Changing 
Reduced to Five Minutes 


Users of battery-powered industrial equipment 
such as fork-lift trucks will be interested in the 
system and equipment designed to bring charged 
batteries to the lift-truck instead of having the 
lift-truck travel to the central charging room. As 
reported by field engineers of Gould-National Bat- 
teries, Inc., two special steel skids with a bed of 
rollers mounted in anti-friction bearings were de- 
signed and built large enough to hold two batteries. 
A charged battery is placed on one-half of the skid 
and transported either by powerized hand truck 
or fork-lift from the central charging room to the 
equipment which needs a charged battery. The bat- 
tery compartments of the trucks are also fitted 
with anti-friction rollers. The skid is placed along- 
side the truck at the same elevation as the battery 
compartment. One side of the compartment is re- 
moved and the discharged battery is pushed out 
onto the vacant half of the skid. The skid is moved 
a few feet and the charged battery is pushed into 
the compartment. The hand truck returns the skid 
with the discharged battery to the charging room. 

The entire operation at the truck is completed in 
less than five minutes. The use of this system elimi- 
nates the need of taking a fork-lift truck out of 
production for the time required to travel to the 
battery charging room. 





FIG.1 


SPECIAL BATTERY PLATFORM 


This battery carrying platform helps bring charged batter- 
ies to the equipment instead of having equipment go to 
the central charging station. The platform is of steel with 
opening 91/,” from floor. Length and width are large 
enough to hold two batteries. Steel rollers have anti- 
friction bearings. Bars prevent batteries from rolling off 
platform. When raised to position indicated by dotted 
lines, battery can easily be rolled off or on. 





August, 1954 





There’s nothing small 
about the market 
for SUCARYL 


(Cyclamate, Abbott) 


25 million peopie carry a lot of weight—too much 
for their own good. They make obesity our No. 1 
health problem—and present a tremendous 


national market for SUCARYL-sweetened beverages. 


This is a market you should be in. More than ever before, 
diet-conscious people are out shopping for low-calorie 
Most of these people know SUCARYL. 


They know it offers true sugar-like sweetness without 


foods and drinks. 


added calories or tell-tale bitterness. 


No matter how you look at it—nationally or in terms of your 
SUCARYL-sweetened beverages are 


tomorrow’s big plus-profit line in the soft drink field. Make 


own local market 


your inquiry today: Chemical Sales Division, 
Abbott Laboratories, North Chicago, Illinois. 




















How to Splice Conveyor Belts 


By 
A. F. MATHEIS 
Assistant Vice-President 
Thermoid Company 
Trenton, N. J 


2 srerut attention to conveyor belt splices will 
add to belt life and prevent failures. Consider 
the service you expect the belt to endure. Don’t 
pick a light duty splice for a heavy duty application. 
Remember that the splice is always a danger point. 
Reduce the chance of failure by following these 
rules. 


Metal Fasteners 


Belts are spliced either with metal fasteners or 
by vulcanizing. Most conveyor belts are joined with 
metal fasteners of various types because they are 
easy to install, need few special tools or skills. For 
light and medium duties, staple-type fasteners are 
excellent. They are applied by driving and clinch- 
ing staples or by using individual split rivets. Al- 
though fasteners of this type fit tightly in the 
holes they make in the belt, it is a good idea to 
seal these holes with rubber cement to prevent mois- 
ture from reaching the carcass. 


Vulcanized Joints 


Extremely high tensions resulting from relatively 
long centers and high lifts require the vulcanized 
splice. A vulcanized splice is advisable for conveying 
wet materials or for operation in a moist atmos- 
phere. Because the vulcanized splice lasts longer 
and doesn’t require as much maintenance and in- 
spection as a metal fastener splice, vulcanized splices 
should be used in inaccessible places such as mines 
and tunnels or in cases where a splice failure would 
seriously interrupt production. High temperature 
applications require a vulcanized joint because metal 
fasteners transfer heat rapidly to the inner carcass 
and may cause charring which leads to early failure. 


Preliminary Steps 


Once the belt splice type is decided upon, here 
are the steps to follow: 

Mount the roll of belting on a strong stand at 
the point of installation. Unwind the belt from the 
top of the roll. Check to make sure that the cor- 
rect side will be carrying the load when the belt 
is spliced. Some manufacturers indicate the direction 
of forward travel. Check this. Slacken off the take- 
up mechanism of the belt carrier as far as it will 
go to allow for belt stretch. 
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Select the best spot to make the splice with an 
eye to sufficient headroom, elbow-room, light, safety, 
ventilation and dryness. Remove enough carriers at 
the place selected to make room for the auxiliary 
equipment required. 

If a light-duty belt is being installed, the belt 
ends can be pulled together by a block and tackle 
applied through holes punched three inches from 
the end of the belt. A heavy belt requires a bolted 
clamp to which the block and tackle is attached. 


Vulcanizing Belt Splices in the Field 


In general the same preliminary steps are fol- 
lowed in vulcanizing a splice as are practiced in 
‘using metal fasteners. It is particularly important, 
however, to eliminate moisture and foreign material 
in vulcanizing joints. Use an infra-red lamp or 
similar heating unit if moisture is present. Do not 
heat above 250 F. 

After the belt has been brought into position 
shown in Fig. 1, the next operation is the prepara- 
tion of the steps of the splice itself. Note that the 
belt section A lies below section B and that the 
direction of travel the belt will take is also shown. 
The steps on section A should be developed from 
top down so when the splice is completed and the 
belt is in operation, the whole splice will pass over 
the pulleys before the exposed seam. This progres- 
sive support as the belt goes over the pulleys pre- 
vents both fraying and concentrated stress. 

Referring to Fig. 2, start with section A and 
step back each element as shown. The work is ac- 
complished from top side down through the entire 
belt construction to permit most accessible working 
conditions. 





PROCEDURE FOR SPLICING BELTS 
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This 
MAN 


wants to 






Here’s a topnotch bottle washing specialist 







you can hire free! He knows how to remove 






scale from your equipment and keep it 





scale-free. He knows how to deliver sparkling- 






clean bottles. He knows how to practically 






work 


for YOU | 


A 


eliminate rejects and keep your bottle washing 






cost at the lowest possible level. 













Recognize him now? 






Of course! He’s your Diversey D-Man. His job 






is to keep your bottle washing operations at 






peak efficiency. His knowledge and experience 






plus the full facilities of the renowned 






Diversey Research Laboratories are at your 






personal service Why not make sure your bottle 






washing operation is at its very best this 






summer—it won’t cost you a cent to check. 






Mail the coupon today! No obligation, of course! 
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THE DIVERSEY CORPORATION 


1820 Roscoe Street, Chicago 13, Illinois 
In Canada: The Diversey Corporation (Canada) Ltd., 
Lakeshore Road, Port Credit, Ontario 
































THE DIVERSEY CORPORATION, 1820 Roscoe St., Chicago 13, Illinois 
In Canada: The Diversey Corp. (Canada) Ltd., Lakeshore Road, Port Credit, Ont. 


Please have my D-Man report and check our equipment. 


NAME. aD 





COMPANY NAME 


ADDRESS__ - 
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K e ® | Section B should be marked with reference to 
ii qi «> 1¢ce@ CO | section A as to the matching point of the first ply 
\ eee of splice contact and then turned back over the belt 
clamp so stepping down operation can again be ac- 
complished from exposed side down. 
It will be noticed that section A starts by strip- 
ping the top cover first and working step by step 
| through the belt. Section B, due to turning the belt 
back upon itself, starts by stripping back cover 
and working up through the plies to top cover. 
Figure 2 shows name of each step and joining 
arrows indicating matching position. 
Figure 3 is a dimensional drawing showing exact 
distances for each element of the splice. 









the bottle 





(et i En se 


Splicing the Belt 


ini eins «ih ec 


After the sections A and B have been stepped 
down the next operation is the preparation of sur- 
faces to be joined. ; 

1. With coarse emery cloth, scrape over the steps 
of each end and cut edges of the covers and clean 


ne er ae 


thoroughly with carbon tetrachloride. 
2. Be sure the fabric plies are dry and free of ; 
moisture. 


wiih Bescon. 


€ 


3. Cement all steps of sections A and B with : 
cement. Allow cement to dry thoroughly, then apply 
second coat. 

4. After cement has dried, place 1” to 2” wide ; 
strips of thin tie gum over the edge of each step. 
(See Fig. 4) 

5. Physically join the splice, taking care that all 
surfaces and abutting edges are aligned. Be care- 
ful no air is trapped between sections A and B dur- 
ing this operation. 

6. Fill in the space remaining between the cov- 
ers with stock, skiving exposed joining edges. 
Cement edges of belt and apply a thin cover stock 
over exposed seam. 


FIG. 3 
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TOP SEAM WITH NEW eUBBER 


FILL BOTTOM SEAM WITH NEW RUBBER 


VIEW OF JOINED SPLICE 
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HCOKE” 1S A REGISTERED TRADE-MARK, COPYRIGHT, THE COCA-COLA COMPANY 
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Vtems... 


SrA 
Elected 


William F. Barron of Rome, 
Georgia, and president of the Coca- 
Cola Bottling Company, has been 
named chairman of the board of 
directors of the Georgia State 
Chamber of Commerce at the recent 
meeting. Edgar J. Forio of Atlan- 
ta, vice president of the Coca-Cola 
Co. was elected to replace Mr. Jack 
J. McDonough as chamber vice 
president for northwest Georgia. 


Running for Sheriff 

Van Dyke Chavis, sales manager 
for the Coca-Cola Bottling Co. of 
Southeast Arkansas has filed for 
the office of sheriff with the Dem- 
ocratic Central Committee. He 
plans to resign his position with 
Coca-Cola. 


Named Director 

John I. Kirby, manager of the 
Southern Utah Coca-Cola Bottling 
Co., has been named a.new director 
of the Richfield Chamber of Com- 
merce. Mr. Kirby will fill the un- 
expired term of Howard W. Casey. 


New President 

Harold T. Raymond, manager of 
Coca-Cola Bottling, Inc., was elected 
president of the Spokane Sales 
Executives’ Club. Mr. Raymond has 
long been active in sales work in 
his home town, Spokane, Wash. 


New Regional Director 

Popular Ben Wells, vice president 
of the Seven-Up Co., was elected 
regional director of National Sales 
Executives, Inc., at its annual 
meeting held in Chicago. 


Heads Infantile Paralysis 
Foundation 

William J. Young, Jr., president 
of the Detroit Coca-Cola Bottling 
Co., was elected Chairman of the 
Board of Trustees of the Wayne 
County Chapter of the National 
Foundation for Infantile Paralysis 
at the annual meeting held in De- 
troit. 
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INDUSTRY 
EXPOSITION 


PHILADELPHIA 








Our business has grown steadily 
over the past 5 years. I attribute 
this to the increased popularity 
of Orange-CRUSH. I am par- 
ticularly appreciative of the ad- 
vertising and merchandising help 
I have received from the Orange- 
CRUSH Company and its dis- 
trict manager. I am looking 
forward to an expanding busi- 
ness in the year ahead.”’ 


—William V. Caulfeild 





Orange-CRUSH Company 
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WILLIAM V. CAULFEILD OF JACKSON, MISSISSIPPI 
has been connected with the 
bottling business since 1937. He acquired 
the Jackson Bottling Company, one of the oldest bottling 
operations in the South, in 1950. Since then 
this company has grown to 10 trucks and 19 employees. Mr. Caulfeild 
attributes the steady growth of the company 
since he acquired it to the popularity 
of Orange-CRUSH and the support he has 
received from the Orange-CRUSH Company. 







318 W. SUPERIOR ST., CHICAGO 10, ILLINOIS 
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HERE'S JUST ONE OF 
THE WAYS... 


aur 


HELPS THEIR UP SALES 
STAY HIGH! 


Add to this colorful, neighborhood poster 
newspaper ads, radio and TY spots, store dis- 
plays etc., and you'll have the reason why 
bottler after bottler is swinging to Cheer Up 
... the franchise that offers advertising planned 
for LOCAL impoct and LOCAL PROFIT... 
ond why Cheer Up is... 


FIRST IN SALES 
IN MANY MARKETS 


Today, write for ful! details on the profitable 
Cheer Up franchise... the franchise designed 
with you, the bottler, in mind. See how easy 
ond profitable it is to have Cheer Up the best 
seller, among drinks of its type, in your market. 


rut (HEERUP 


FRANCHISE OFFERS YOU 


- & oy 4 That's Pop- @ Protected Territory 
ular With All Ages! 
Year Round! ° ae 
@ 7 or 10 Ounce Bottle . 
Plus Fomily Size © Highest Profits 
Bottle @ Incentive Plans 
&« >@ . © Biggest Promotion in 7OR 
“oy Cheer Up History o 





rae CHEER UP COMPANY 
2001 South Ninth St 
St. Louls 4, Mo. 
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Are You Fully Covered ? 


The protective umbrella of business insurance is an 


absolute "must" for bottling plants. This intricate phase of 


management is fully discussed 


Part Ill 


(Continued from July Issue) 





HOW TO SELECT YOUR 
INSURANCE CARRIER 


7 ne most important part of any in- 
surance program lies in the quality, 
financial stability, and reputation of 
the companies who insure you. In no 
other product or service is there more 
misinformation put out to the buying 
public than that pertaining to advan- 
tages and disadvantages of the various 
system of insurance. Basically there 
are four major systems. Each have 
their ardent exponents. These systems 


are as follows: 
Capital Stock Companies 
Mutual Insurance Companies 
Reciprocal Insurance Exchanges 


Lloyds Organizations 








by MAX K. DOEHLER, JR.. 
Bruce Dodson & Co. 
Kansas City, Mo. 





Stock companies and Lloyds organi- 
zations basically engage in the insur- 
ance business so that the owners of 
stock or the individual underwriters 
can make a profit out of the insurance 
operations. 

Mutuals and Reciprocals on the 
other hand exist for the benefit of 
their policyholders. They are known 
as “participating carriers’. Some do 
a general business; others specialize 
on specific industries. The Reciprocal 
is a participating organization that 
enables members of selected industries 
to insure with one another at the 


actual cost of providing the protection. 


Where possible, case painting 
should be done outside the 
plant, or in another building, 
as this operation is considered 
a fire hazard and requires a 
higher premium. 
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System No Guarantee 
Of Soundness 


As to financial soundness, none of 
the four systems offer you any guar- 
anty or advantage over any of the 
others. Under incompetent manage- 
ment there have been failures under 
all types of companies. It is no differ- 
ent than running a successful bottling 
plant. You know there is no more 
financial strength or guaranty of solv- 
ency in a bottling plant run by an 
individual proprietorship as compared 
to a plant operated by a partnership, 
or corporation. To judge an insurance 
company you have to know the man- 


agement and its past reputation for 


demonstrated ability to weather de- 
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pressions, wars and variances in the 
business cycle. 


Size No Criterion 

Neither is size of the company any 
indication of financial strength. Many 
insurance authorities point out that a 
small efficiently managed company that 
has adequate surplus in proportion to 
the volume of business it transacts 
and avoids undue exposures in con- 
centrated areas may actually furnish 
sounder insurance protection than a 
company many times its size where 
less conservative underwriting is 
practiced. 


Tests For Soundness 

There are several rules of thumb to 
apply in judging an insurance carrier. 
The most significant of course is its 
combined loss and expense ratio over 
a period of three to five years. If these 
combined ratios are substantially less 
than 100% it indicates the approxi- 
mate underwriting profit the company 
has made. Another test is the ratio 
of its reserve funds to its total assets. 
Some authorities feel a fire insurance 
company should have at least $1 in 
surplus for each $1 of unearned pre- 
mium reserve. Casualty companies 
should have somewhere between 25c 
and 50c in surplus for each dollar of 
premium written. These are rules of 
thumb and have to be modified by the 
loss experience and past record of a 
particular individual company. Surplus 
should be adequate to stand abnormal 
fluctuations in loss experience as well 
as substantial changes in the stock 
market. 


Using The Facilities Of Your 
State Insurance Department 

If you want unbiased information 
about an insurance carrier then one 
sure place to get the information is 
from your State Insurance Depart- 
ment. The Insurance Department is 
there to help and protect you. They 
don’t represent a company and they 
are not selling insurance. Therefore, 
if you want accurate information 
don’t ask the representative of a com- 
peting insurance company but write 
your State Insurance Department. 
They will tell you whether the com- 
pany is licensed, and if it meets the 
standard of solvency required by the 
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State. They know from frequent exam- 
ination if a company is sound and pays 
losses equitably and fairly. 


Ask Other Bottlers About 
The Company 


If other bottlers have insured with 
the company, ask them about the serv- 
ice rendered. Did the company help 
them obtain rate reductions? Did they 
give loss prevention service? How 
prompt and fair was the company in 
settling losses? 


HOW TO SELECT A CAPABLE 
INSURANCE MAN 
What are the earmarks of a capable 
insurance man? How do you deter- 


cause he was a member of the Rotary 
Club or your golf club. You’d find a 
man whose professional skill had been 
proven to make sure you wouldn’t go 
to the “Great Beyond” while on the 
operating table. Well, in my opinion, 
the same basis of selection for pro- 
fessional skill should be exercised in 
selecting an insurance representative. 
He really looks after your potential 
financial ills. In the event of a serious 
loss he can help prevent your losing 
your entire business through inability 
to collect under improperly written or 
poorly arranged insurance protection. 


Examples Of Unskilled Insurance 
Service 





Most building regulations re- 
quire that boilers be segre- 
gated by fire walls. Insurance 
underwriters always check on 
this when writing the policy. 









































































mine if he’s had the experience and Let me give you some examples of v 
training to set up a good program in what happens when an insurance man due to the operation of such building tling plants had carried their insur- Cc: 
sound companies? It’s easy if you'll who doesn’t know his business tries to laws. Had he suffered a 50% loss he ance under a form developed by an in- 
select on the basis of his professional handle a complicated insurance pro- would only have been able to collect experienced insurance man. Had a loss t 
qualifications and what he’s done for gram: one-half of the loss; yet he would have occurred to any one of the six bottling 
other bottlers. 1. In Southern Illinois a plant was been forced to demolish the unburned plants in this chain they would have ‘ 
If you were faced with a serious located in a built-up business area. portion of the plant. His insurance collected from 52c to 80c on each dol- “ 
lawsuit, you would seek out the most It was in a fire zone which prohibited would only have covered the portion lar of loss. It was simple to remedy ‘ 
capable attorney in that field of liti- rebuilding a plant of the same type destroyed by fire. Fortunately this de- the defect, but it took a skilled insur- t 
gation to handle the case for you. If construction should a loss exceed 50% fect was discovered before a_ loss ance man to discover the error. , 
you were faced with a serious opera- of value. This bottler’s insurance pro- occurred. 3. Another North Carolina case. a 
_ tion you wouldn’t select a surgeon be- gram did not cover him against loss 2. In North Carolina a chain of bot- Here a bottler was spending $193.50 b 
— — —— p 
CAN YOU AFFORD ' 
b 
| 3 . 
NOT TO HAVE A B-1 FRANCHISE ieanea , 
— a 
R ORANGE : 
| 
| 
@ What Are Lemon-Lime Sales in Your Territory Today ? ? ? t the BEST in Flavor 
@ What Do You Think of the Potential Two, Three, Five Years From Now ? ? ? | “oh for those oa ye ie <—e , 
© Will This Increased Lemon-Lime Volume Come From You or Your Competitor ? ? ? and in Same? us the sales ipa g t! 
© A B-1 Franchise Will Best Equip You to get a Substantial Share of the Growing Lemon-Lime Business. | slogan “‘CALIFRUIT from CALIFORNIA ’ 
@ Available in 7 oz., 10 oz., 28 oz. or All Three Sizes As Your Local Situation Demands. | FLAVOR MADE RIGHT WHERE THE ORANGES GROW : 
YOUR TERRITORY MAY BE OPEN. FOR DETAILS WRITE, WIRE, PHONE | P 
° B CITRUS JUICE & FLAVOR_CO., LTD. a 
B-1 BEVERAGE CO., 2301 Hampton Ave., St. Louis, Mo. | | Fine Citrus Flavors Since 1929 | i 
Mm ORANGE, CALIFORNIA—Write for information d 
a | fy) 
t: 
wherever you are... t 
f 
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necro" GUARANTEED UNIFORMITY Co lly LN ve] + DALLAS * PITTSBURGH s 
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more premium per year than neces- 
sary because his insurance man had 
failed to arrange the insurance prop- 
erly. He had insured $129,000 worth of 
bottles and cases at a higher rate than 
was actually required under the North 
Carolina insurance regulations. 


4. In Western Colorado a bottler 
had written-down the value of one of 
his warehouses for tax purposes so 
that it stood on his books at a $1 valu- 
ation. An appraisal disclosed this piece 
of property was worth $10,000. The 
insurance man who arranged this bot- 
tler’s insurance didn’t know the differ- 
ence between book value and insurable 
value, and assumed this property was 
worthless. No insurance had _ been 
carried. 


5. Near McCook, Nebraska a bot- 
tling plant had operated for many 
years as a co-partnership. Two years 
ago it changed to a corporation. When 
renewing the Fire Insurance on the 
plant their insurance man had never 
taken the trouble to inquire about the 
legal title and renewed the insurance 
in the name of the partnership. This 
bottler had $50,000 insurance on his 
plant. Had there been a loss he would 
not have been able to collect a penny 
because the policy insured a non-exist- 
ent partnership instead of the corpor- 
ation which actually owned the build- 
ing. 


6. In Southern Florida a bottling 
plant was destroyed by fire. The bot- 
tler was unable to collect because the 
insurance covered a plant on a differ- 
ent street and with a different street 
address than the one that burned. The 
insurance man had merely copied the 
description from the policy of a previ- 
ous insurer. He had never taken the 
trouble to verify the description of 
the plant for his own policy and, in 
fact, had never been out to the plant. 
He handled the 
over the telephone. 


entire transaction 


7. A Missouri bottler woke up to the 
fact the was spending more per year 
for Fire 
sary. An experienced insurance man 
discovered that five this 
bottler had quit storing trucks in his 


Insurance than was neces- 


years ago 
plant. He had built a separate garage 
his trucks. His 
man had never taken the trouble to 


to house insurance 


check the Fire Insurance rate make-up 
on this plant and had never rerated 
the plant to have the garage occupancy 
removed. When this was discovered 
and rerating was made by the Mis- 
souri Inspection Bureau the bottler 
received a 50% reduction in his Fire 
Insurance rate. 


8. There’s an Illinois bottler who 
was paying too much for his Fire In- 
surance. Some time ago he extended 
his building too close to a nearby 
frame hotel. It picked up a substantial 
exposure charge which increased his 
rate about 100%. When the rate make- 
up was studied it was found that by 
installing two fire doors it was possible 
to reduce the rate 50%. Of course 
this action was taken so that the sav- 
ings could be secured. 


Services You Should Get 


So much for the examples of what 
can happen. Here are some of the 
services you should get from your in- 
surance man: 

1. Appraisal and Valuation Service 
to help you determine the insurable 
value of your plant and to adjust the 
values as changes occur in the labor 
or material market which either in- 
crease or decrease costs of building, 
equipment and machinery. 

2. Rate Analysis Service. Changes 
are constantly occurring in Fire In- 
surance rates due to things taking 
place within your plant or because of 
exposing buildings or changes in the 
rating schedule. Periodic review of 
your rates is a must if you are to 
enjoy low premiums and keep your 
plant as safe from fire as it is humanly 
possible to do so. 

3. Audit Service. Most of you prob- 
ably use a certified public accountant 
to make certain that your books of 
account are accurate and properly re- 
flect the financial condition of your 
business. A similar audit should be 
made of insurance to see that you are 
properly protected and that your policy 
contracts embody the latest improve- 
ments to give you the advantage of all 
possible reductions in cost. 

4. Loss One 
to reduce insurance cost for bottlers 
individually and for your entire indus- 
try is through loss prevention. More 


Prevention. sure way 
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than 50c out of every dollar you spend 
for insurance goes to pay losses so 
that anything you can do to prevent 
losses or reduce their severity is bound 
to help you get a further reduction 
in insurance cost. There are compa- 
nies that give good inspection and 
engineering service. You are entitled 
to this service. If you are not getting 
it you should demand it from your 
insurance carrier. 


Simplification 


It isn’t uncommon to find bottling 





Why America’s leading bottlers | 





plants where every insurance man in 
town has a small portion of the insur- 
ance. It easy to understand the desire 
to let each insurance man have an 
opportunity to write some of the line, 
but almost without exception where 
this condition is found serious flaws 
and defects are found in the insurance 
program. It complicates your book- 
keeping and records where you handle 
a multiplicity of small insurance 
policies. 

For example, one plant has over 65 
separate insurance policies in force. 





ANCHOR 
ALKALI 


A SOLVAY Special Cleanser 


Bottles gleam 
and glisten! 


Soda Ash 
Potassium Carbonaie . Calcium 
Chioride . Sodium Bicarbonate 
Ammonium Bicarbonate . Caustic 
Potash . Cleaning Compounds 
Sodium Nitrite . Caustic Soda 
Ammonium Chloride . Chlorine 
Ortho-dichlorobenzene 
Para-dichlorobenzene 
Monochlorobenzene 


» Snowflake Crystals 


See the results you get with ANCHOR 
ALKALI and compare it with your present alkali 
and you too will be convinced of ANCHOR ALKALI’S 
superiority! The product you’re now using prob- 
ably gives you clean, sterile bottles—but with 
ANCHOR ALKALI your bottles sparkle with crystal 
clearness! ANCHOR ALKALI gives you the absolute 
cleanliness you want—plus shining brightness . . . 
without specks .. . spots. . . or dulling film. Run a 
test and prove to yourself the advantages of using 
only ANCHOR ALKALI! 


SOLVAY PROCESS DIVISION 
moos ALLIED CHEMICAL & DYE CORPORATION 
61 Broad , New York 6, N. Y. 
|e | roadway, New Yor! 
Boston + Charlotte - 


BRANCH SALES OFFICES: 
New Orleans + New York + Philadelphia + Pittsburgh + 





Chicago + Cincinnati - Cleveland + Detroit + Houston 
St. Louls «+ Syracuse 


After a survey was made the 65 con- 
tracts were concentrated into five poli- 
cies which gave more protection, at a 
lower cost and only two out of the five 
had to be renewed each year. You can 
well appreciate what a simplification 
this made for this bottler. It made his 
insurance program easier to watch and 
he better understood the kinds, types 
and amount of insurance he had. 


Last but not least, your insurance 
man should have had enough experi- 
ence in insuring bottling plants to 
counsel with you on all phases of your 
insurance problems. 


Conclusion 


This completes the three articles 
covering the analysis of kinds of in- 
surance you should carry; how to 
select your insurance company and 
what the earmarks are of a capable 
insurance man. It was not intended 
that this discussion will make anyone 
an insurance expert, but if it has 
helped you to understand more about 
the kinds of insurance you should 
carry and how to buy it more effec- 
tively, then this discussion will have 
served its purpose. 


International Award 


The Star of Excellence was awarded 
to Mission Orange at the International 
Conference Exhibition and Competi- 
tion in Paris, France. The Star of 
Excellence is awarded by the Institut 
International to the one soft drink 
which is considered to be the most out- 
standing product in its class. 

The same award of quality was won 
by Mission Orange at the competition 
in Lisbon, Portugal, in February, 
1951. In July, 1952, the competition 
and exhibition was held by the Institut 
in Brussels, Belgium, and Mission 
Orange won the Cross of Honor, the 
highest award since a Star of Excel- 
lence was not awarded to any product. 
No competition was held in 1953. 

W. D. Aitken, president of Mission 
Dry Corporation, states that he is very 
proud to receive the International 
Award for Quality of Product for the 
third consecutive time since quality 
has been the foundation of Mission’s 
business for 35 years. 


12-Bottle Carton is 
Introduced by Miami 
Coca-Cola 

A new idea in product packaging 
made its appearance in Miami as 
dealers introduced a 12-bottle metal 
carton for Coca-Cola. Made of light 
aluminum, the carton is a sturdy ad- 
dition for the familiar family of pack- 
ages for Coca-Cola. 

Miami is not the first market to get 
the new carton, although it is among 
the first cities in the Florida area. Ex- 
perience in oiher markets where the 
new package has been given extensive 
distribution indicates that it is a hit 
with dealers and customers alike. 








34 YEARS ON THE JOB 


Lee Coyle, sales manager of the Double- 
Cola Bottling Co., Huntsville, Ala., has 
been connected with this bottling plant 
for 34 years. He is shown (center) being 
congratulated on his birthday and anni- 
versary by J. S. Foster, president of the 
Double-Cola Bottling Co. of Huntsville. 
Also pictured is C. D. Little, president of 
the Double-Cola parent company of Chat- 
tanooga, Tenn. 





Bireley’s new 9-ounce can of Orange Drink 
which was recently introduced in Fresno, 
California. The can is lithographed in 5 
colors with an overall background of Bire- 
ley’s standard yellow. The can was pro- 
duced by Pacific Can Co. 
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C and H Cane Sugar Launches New 
Promotion for Soft Drink Industry 


“Operation Encore” might well be the title of a 
new energy plugging promotion currently being re- 
leased on behalf of the soft drink industry by C and 
H Cane Sugar. Initiated last year, the unusual plan 
was received with such enthusiasm by the industry 
that the C and H organization has decided on a re- 
peat performance. 

The promotion, designed as a sales stimulus for 
the soft drink business, is one which utilizes the 
widespread circulation of C and H products among 
consumers. It makes use of millions of C and H 
cane sugar bags as advertising space, delivering 
messages about soft drinks to a multitude of homes. 

This year, C and H’s expanded plan will include 
71% million of these ads, in two colors, encouraging 


ADVERTISING THE VALUE OF SUGAR 


QUICK AS A wink 


WAVE AN ENERGY DRINK 


Stet we 
*) GHotanoiares 


Millions of C and H Sugar Bags are used as advertising 
space in delivering messages about the virtues of soft 
drinks in maintaining energy. 





greater use of soft drinks, by suggesting “energy 
breaks” for the housewife and her family. Each 
of these ads takes the full back panel of a C and H 
Cane Sugar bag; on the 5-pound bag the space 
amounts to about 36 square inches, and on the 10- 
pounder around 55 square inches. Copy points out 
the value of sugar-sweetened foods in the diet, 
stressing their importance in maintaining energy. 
In addition, the message has excellent service value, 
offering the housewife a number of novel sug- 
gestions for the use of soft drinks. 

As an added feature of the program, a more gen- 
eral approach to the value in the diet of all consumer 
products which contain sugar will be run on an 
additional 80 million C and H Cane Sugar bags. 
Each bag carries the slogan, “Sugar in your diet 
is energy in your life!”, and points out that a level 
teaspoonful of sugar contains only 18 calories, a 
fact known up to now by very few people. 
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bottlers 
Yimake it 


one of the fastest-growing 


beverages in America! 














Canada Dry Ginger Ale, Incorporated 
U.S. License Department, 100 Park Avenue, New York 17, N. Y. 
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~ Why 
Palletize ? 


BALANCE 


in 
FLAVOR and 
APPEARANCE 








1—Savings in labor 
2—Utilization of "air" space 


3—Flexibility for many needs 


TWITCHELL'S 


ORANGE 


A natural balanced blend of 
Florida and California orange. 
Looks and tastes like juice. 
Makes a perfect shelf package. 


4—Adds to selling time 


by JOHN R. TITLOW, Sales Manager 
Clark Equipment Co., Battle Creek, Mich. 


Psennna has been, perhaps, the biggest boon 
to materials handling in the soft drink industry in 
the past decade. Production equipment was being 
improved constantly; sales were increasing con- 
stantly; and costs were putting a death-strangle on 
profits. Add to this picture the factor of buildings 
being out-grown and you come up with a very dis- 
mal picture. 


Send for Free 
Sample or order 
a Trial Gallon. 


Most of these problems were solved and, in addi- 
tion many benefits accrued merely by injecting the 
pallet and its companion—the fork truck—into the 
picture. 

Palletizing offers these immediate and direct 
benefits : 

1. Up to as much as 50% savings in labor 

2. Up to as much as 50% increase in storage 

space without building expansion 
3. Flexibility to meet peak requirements without 
additional personnel or equipment 

4. Reduction in bottle breakage 

5. Reduction in personal injury costs 

6. Increased sales activities 

What is there about this pallet—fork truck sys- 
tem that makes these savings possible? Basically, 
it’s the fundamental advantage of the unit load... 
handling a large number of smaller units at one 


CRESTMONT AND HADDON AVES. * CAMDEN 4, N.J. 
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One man and a forkliit truck can handle 34 cases a 
minute, in any operation in the bottling plant. 





time. Each of the other generally accepted methods 
of handling in the industry involve numerous han- 
dlings and rehandling of the smaller units or cases. 

The oldest of the mechanized systems—the skid 
platform system—required a minimum of four han- 
dlings of each case from the route truck back to the 
route truck. If storage is involved, two move han- 
dlings are involved. The conveyor system similarly 
requires that each case individually be handled and 
re-handled. The pallet system, on the other hand, 
permits 30-36-48-48- or 50 individual cases to be 
handled at a single movement. One man can load or 
unload cases at a rate of approximately 10 per 
minute manually. With the use of pallets and a fork 
truck, this rate can be upped to 22% cases per 
minute. The labor savings are obvious. 

What about the possible savings in space? Under 
either the skid platform or conveyor system of han- 
dling, tiering or stacking is limited to the ability 
of men. Normally, storage was limited to 7-8-or 9 
tiers—limited to the height a man could reach 
with the weight involved. The pallet, however, is 
limited only by ceiling height or capacity of the 
floor or supporting members. It is quite common 
to tier with pallets 15 tiers high. In a few instances 
even higher tiering is practiced during the period 
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of maximum storage. Will there be damage to the 
crowns? We’ve never heard of any, even when 20 
tiers were involved. 

Other building economies are made possible by 
that team—the fork truck and pallet. They operate 
best on a single level plant floor. No expensive 
built-up docks or depressed truck bays are necessary 
for loading or unloading with this system. Also, 
what of expansion of business? Suppose the exist- 
ing operation involves the use of, say, 20 route 
trucks and we want to add another 10 routes. Will 
‘we need additional plant to accommodate this in- 
crease? If production capacity is ample, probably 
not. The speed with which route trucks can be un- 
loaded and reloaded under the pallet system per- 
mits the handling of many more routes from the 
same physical plant than any other system. 

Moving on then to the next strong argument for 
the pallet system we have flexibility to meet peak 
requirements. We have already touched on this point 
in our review of both labor saved and superior plant 
space utilization. What it all boils down to is that 
the pallet system permits the fulls to be moved 
faster and piled higher. Hence, you can get more 
of them in storage in off periods and get them out 
faster when required. 

The conveyor system is most efficient when con- 
ditions permit a continuous balance between bot- 
tling capacity and route capacity. When either side 
of the picture gets ahead or behind the other, then 
costs soar and bottlenecks appear. Unfortunately, 
the very nature of the business prevents this balance 
from existing long. This balance is not necessary 
when pallets and fork trucks are used. Moving a 
unit load rather than units permits the system to 
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Storage doubles from 7 to 15 tiers high, even to 20 if 
desired, with no crown damage when bottles are in half 
depth shells. 
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WE INVITE YOU TO 


TRY 
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Sample people of any age with all sorts 






sansa 


of “grape” drinks and you'll find that 
most of them prefer GRAPETTE. 


This is a revealing test. We invite you 
to try it on some of your own dealers 


and consumers. 


Marked preference for the 
GRAPETTE flavor puts you in 
business NOW. You get a lion's 
share of the grape business as 
soon as the drink is in the coolers. 


/ 
MITATION Grape FLAVO™ 
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She Geapelle Company 
Camden, Arkansas 


THIS! 
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Why guess about what drink would give you 
the most volume with the least delay? We'll 
supply GRAPETTE for a taste-test on any 
reasonable cross section of your market. 
Write, wire, or call now. 
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KEEP CHAINS 


demands. 


When that peak season hits the bottler, the tempo 
of activity must be increased. Increased tempo 
brings on carelessness and, in turn, breakage. Even 
in the lull periods, breakage is difficult to eliminate. 
Outside the production department, breakage is nor- 

| mally in direct ratio to handlings. The pallet system 
requires only two handlings, the other systems from 
four to six—the possibilities of savings are appar- 
ent. Reports of actual savings range up to a 60% 









work either side of the situation as the occasion | 
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. stamped with 
your product name 


FOR CANNED 
















° reduction. 
the faster automatic ; Whestioae pee BEVERAGES 
‘ Side by side with this advantage goes that of 
Oakite wet -soap way / | reduction of personnel injuries—with their resultant If your product goes into 
| cost and loss of time. A fork truck driver lifts 50 cans, Vaughan’s No. 1950 combination 
When you lubricate your bottle and case conveyors san at a time with no more effort than it takes crown cap remover and can tapper is the P 
the Oakite Wet-Soap way, you get, of course, good | to light a cagarette. Without a pallet, this would | opener for you. In fact, you never miss with ‘ 
lasting lubrication. More important still, this widely- | not be possible. Each of the fifty cases which a | Viteals the i ite wh 
ak; Wiis to ae Rik ; A a Vaughan ... the favorite wherever can 
accepted sete same pacha eng: oe and | pallet holds represent a possible strain, cut, or 9 oor 4 
Sanitary and reduces out-of-service time for cleaning. aN ots ‘ a is : and bottle openers are used. 
It eliminates build-up of dirt rings on bottle bottoms. bruise ‘ = mags ahr accident. Is not the 
| reduction, then, in direct ratio to the number of 
In addition, you get these three extra money-saving cases per pallet? 
benefits that help reduce production costs. . : (; ’ 
a Last, but far from least, of the major gains of- | MIG. CO. 3 


fered through palletizing your plant is more selling 
time. Let me quote one of your industry leaders: 





t STOPS BOTTLE BREAKAGE 


By coating conveyors with a thin suds of wet-soa 
: . . ‘ 4 World’s Largest Manufacturer of Can and Bottle Openers 


3211-37 CARROLL AVE., CHICAGO 24 
HALF-CENTURY OF QUALITY AND SERVICE 


lubricant, Oakite provides better bottle slippage. . . “Selling time is what our prosperity is based on. | 
We don’t make money in loading and unloading— | 
we make it in sales. The progress we made by adding | 
new sales routes was in part nullified by the desire 
of all our driver salesmen to be first at the loading 
dock. Everybody had the same idea—to get loaded 
and on-the-way first. 


reduces gate pressure... eliminates bottle breakage 


2 SAVES POWER COSTS 


Oakite conveyor lubrication lowers power costs, re- 





duces motor burn-outs due to excessive overloads, 





and avoids expensive out-of-service time for motor 
| 
maintenance and replacements 


For a Better 
Buy 





4 COSTS LESS TO USE “Result—we were all jammed up on the loading 


When dispensed by specially-designed unit, fur- dock. The more sales routes we added, the more 
time we lost on the dock. In other words, selling 
time was being sacrificed to loading time. The old 
handling system just couldn’t carry the load. 

“But now, by the time a driver finishes a cigar- 
FREE BOOKLET | ette, his truck is ready to roll. Off-loading 300 cases 
GIVES DETAILS | of empties and loading 300 cases of full goods re- 


8-page booklet gives further 
details on conveyor chain 
lubricant Oakite Composi- 
tion No. 6 and how to apply 
it. Free for the asking. Send 


nished free on loan, Oakite wet-soap lubricant 
assures efficient, economical lubrication of chains 
with minimum of maintenance 





quires 20 operations instead of 600. 
“In a word, our route men are checked in and 

out fast. In increasing measure they are taking ad- 

how oaKITE vantage of the sales opportunities this added time 


“Gaco Tufbilt 


Beverage Cases 
ONLY WOOD CAN TAKE IT... the abuse your cases 


Specify 


for your copy today. Oakite 
Products, Inc., 20C Rector 
Street, New York 6, N. Y. 


OAKITE 


Cleaning & Germicidal Materials 





rompOsiTION No. 6 | 
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offers. They make more money, and so do we.” 

There, then, you have the main “whys” of pal- 
letizing. There are others, such as better employee 
morale through eliminating back-breaking labor 
a system that leads itself to doing many other chores 
such as handling materials, supplies, coolers, etc. 
Truly, it is a system that lends itself to sound 
economical management. 

Do you have to be big to use this system of pal- 
letizing? No. Hugh Carmichael at Barq’s Bottling 





must withstand in normal usage, that is. WOOD assures 
your cases of permanent rigidity, eliminates jamming 
of casing equipment, provides positive, permanent 
identification. Hundreds of bottlers know Gaco Tufbilt 
Cases are the class of the WOODEN CASES. This is 


because they..... 
LOOK BETTER 
LAST LONGER 


Standard 
replacement parts. 


ACS 








Company, Hamilton, Ohio started his program of a 
palletizing when his total volume was only 130,000 | J axES GIDEON « ANDERSON as 
cases. Does this system fall apart in high volume | ) auitiass ere ae cin a 

Technical Service Representatives Located in at 9 ae a aA eater. The | ee 
Principal Cities of United States and Canada operations? No. The savings are even greater e Fe 
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“Ail. 
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Perfect Salance 


Light Weight 
Durable 


Check these features and 
you will see why M/W 
Case Trucks have been 
accepted as the stand- 
ard for the bottling in- 
dustry. 

Priced from 


$1'7-95 
Avatable 
Prom Your Supplier 


Manufactured by 








~/v- BEVERAGE CASE TRUCK 


RUBBER TIRES 











Model 21 


Mocllenbrock & Wilke 


WASHINGTON, MO. 









NO INCREASE IN 


Streamlined 
BEVERAGE 
BODIES 


Ss ieeiiiae 2 
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HEIGHT OR LENGTH 


You get the advantage of greater payloads with Stewart 
and Stevenson Five-Wide Deck Bodies. These rugged bodies 


are streamlined in design . 


struction . 
recessed top deck. Write 


. all steel, all welded con- 


. . built to your specifications. Available with 


today for further information 


about the custom built body that fits your particular needs. 


STEWART & STEVENSON 


SERVICES, INC. 


Texas. Phone Woodcrest 9691 


io =~, 
iN 





Branches: Corpus Christi, Dallas, Lubbock, Wichita Falls, qs 


San Juan, Odessa. 


. % 
: a % 
Representatives: San Antonio, Longview, Brownsville, Abilene. - <a 
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in-plant savings are carried over and enlarged in 
operations large enough to justify outlying distribu- 
tion warehouses fed from a single bottling plant. 
Here again you have proof right in our own group. 
Must your operation be confined te a single flavor 
to use this system? No. Julius Darsky of Akron 
has developed a special pallet to meet his own 
operating requirements which involve three sizes 
and eight flavors. You can’t mix it up enough 
to defeat the sound fundamentals of the system. 





NEWS PIX... 





ON LAND AND SEA 








During a recent promotion for Schweppes in Miami, 
Florida, Pamela Rank, international model, proves that 
Schweppes Quinine Water is as refreshing on sea as on 
land. Southern Beverages, Inc., in cooperation with Pepsi- 
Cola Company is now botiling and distributing Schwep- 
pes Quinine Water in the Miami area. 


GIN AND TONIC INVADES FASHION FIELD 


ya 
-° — 


Gin and Tonic is making news in the fashion field, of all 
places, in a tie-in promotion for Seabreeze fashions, fea- 
turing Seagram's golden gin, Canada Dry Quinac, and the 
creations of the numerous top dress designers. This is one 
of the six window displays in a Fifth Avenue shop, where 
bottles of the basic ingredients vie for attention with the 
dresses. 










































































Real Fruit? Flavors... 


WITH THE FUGITIVE 
AROMAS CAPTURED! 


You can improve your 
preduct amazingly —by 
use of FLAVOREX real 
fruit flavors. Our ‘‘Low 
Temp” process coaxes 
out and captures the 
very last drop of good- 
ness in the natural fruit. 
Those delicately elusive, 
but important, volatiles 
now are collected and 
entrapped in our real 
fruit concentrates... so 


that all the full, rich, 
good taste goes directly 
into your product. 

Available—black rasp- 
berry, black cherry, 
grape,strawberry, black- 
berry, punch, lemon 
and orange—as real 
fruit pure concentrated 
juices. Or with other 
natural flavors for add- 
ed strength. Write for 
samples and prices today. 


FLAVOREXs 


WEG ae O) a a ee Oe a ae 


302 S$ CENTRAL AVE 


BALTIMORE 2. MAD 

















































































Schaefer “Sweep Mor” 
. . 1 
Our business Fibre Broom...The 
e®ee 
Industry's I 
é ; s 
| ——! Outstanding . 
@eee 
Value 
a 
I 
GO =. i 
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| LOS VEGAS HIRES BOTTLER | “Sweep Mor” will outwear several desinas brooms in | n 
| SPONSORS KIDDIE TV PROGRAM | "hard daily bore plant service! It’s tough, resilient, im- _ si 
| Indicative of successful merchandising is the Ranger TV | 2. 1 s to water, acids, chemicals, designed by p 
| Show arranged by B. J. Swanson, owner of the Las Vegas | Tes . experts -want done. 
Like the DEVERS i. bod. £ Get-U | Bottling Co. over station KLAS-TV. The L V Bar B Rangers eS to do the job eat Of h 
+e me custom-built body tor Get-Up | conducted by T. Bostick Webster (center) and assisted by | African Bahia fibre, oil treated, in extra stiff, 
Bottling Co. of Dayton, shown above. . . Yes, we special- | personable Pedro (left) is a large slice of good entertain- | ‘eedinm stiff, or flexible types. B 
a a ‘ | ment. Requests for membership cards by Las Vegas A 
ize in bodies for busy jobs! | youngsters and attendance participation show a constant tl 
| increase of interest that is paying off sales wise for Hires. | oe t] 
| | BUY SCHAEFER \  ScHAEFER BRUSH MFG. CO. | 
Devers bodies offer these features:— | .+. IT’S SAFER: Pr las Booger ag teva f] - 
Pee cord 
SUPERIOR .BOTTLER’S BRUSHES SINCE 1910 
*x LOW INITIAL COST _ ” i il cll 
* EASY PALLET LOADING p ENN Crowns 
x LESS DRIVER FATIGUE eis. 
or STOCK 
Manufacturers of 
CUSTOM BUILT BODIES ~ 
Since 1895 or 
REGULAR 
Write for details... 
| For more than 20 years a reliable 
| | source of supply for precision- 
J W DEVER & N | | made...handsomely 
© a lithographed We also 
CROWNS for the manufacture 
INC DAD’S CONDUCTS 5c SALE bottling industry. bei caps 
: The Dad's Bottling Company of Casper, Wyoming re- po cog 
cently conducted a five-cent sale in which the consumer : s¢ 
an buy a full quart “Mama” size bottle of Dad's for 5c _ | 
BOX oO, TROTWOOD, OHIO with the purchase of a six-bottle carton of “Big Juniors” | he 
at the regular price, plus deposit. Nelson Caddy. manager | ' ho 
Phone: 7-4101 of the Westbridge Commissary, one of the largest super 1188 RPP ang he ‘aoe “$4 pe ii —- - 
markets in the state of Wyoming, is shown in front of | ath on acd a i 
the display. pe 
thi 
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William Ries Dies 


Announcement of the death of William Ries, 
president of the Jacob Ries Bottling Works, Inc., 
Shakopee, on June 29, 1954, has been made by the 
Minnesota Bottlers’ Association. 

Mr. Ries was born in Shakopee on June 25, 1877, 
and spent his entire lifetime with the Jacob Ries 
Bottling Works which was founded by his father 
in 1872. He is survived by his widow, Mrs. Ries; 

daughter, Hildegard (Mrs. C. F. Kopp), three 
sons, Howard, Donald and Paul, all of Shakopee; 
a sister, Venerable Sister M. Hildegard, O.S.B., of 
Hibbing; and four grandchildren. 

Mr. Ries worked in his father’s bottling plant in 
various capacities until 1902, when he was made 
manager in charge of production. He was elected 
secretary-treasurer in 1907, and succeeded to the 
presidency of his firm in 1937, after the death of 
his brother, John B. 

Mr. Ries served as president of the Minnesota 
Bottlers’ Association in 1936, and as a director of 
the American Bottlers of Carbonated Beverages for 


three years. 








SQUIRT QUART TWINPAK DESIGNED FOR BOTTLERS 


The brand new Squirt Company's “quart” Twinpak neatly 
holds two Squirt bottles, either 24, 28 or 29 ounces. Printed 
in the Squirt Company colors, the new carrying unit has 
been designed particularly for bottlers’ use in all types 
of outlets including super-markets and liquor stores. Copy 
on the Twinpack reads, “Switch to Squirt Never An After- 
thirst” to tie in with the firm's national advertising. 
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You have a good product. Don’t hide it in a blind container. 
Show it off for all to see in an attractive glass container. 
A product that is out-of-sight is very apt to be out-of-sale 
while the product that is packaged in glass for everyone to 
see and appraise is given the best opportunity to sell itself. 

Brockway Glass Containers with the Perma Label applied 
in a wide choice of color and design is a combination that 
can’t be beat. They show off the product to the very best 
advantage and provide strong identification . . . they are 
made under the most rigid quality control and with suffi- ‘ 
cient structural strength to withstand the rugged require- © 
ments of the modern, high-speed bottling line . . . an 
behind every order is the friendly, cooperative Brockway 
organization to provide ready assistance should any pack- 
aging problem arise. 


‘Brockway GLASS 
Ont COMPANY, INC. 


Brockway, Pennsylvania 


Muskogee, Okie, Lepel, ind. 
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COPELAND REFRIGERATION CORPORATION - 
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big reason bottlers prefer it 


Bottlers, coast to coast, are plenty happy 
about the “accessibility” feature CoPELAMETIC 
offers. Sure, CopELAMETIC is an economical, 
direct-drive motor~compressor that needs no 
troublesome seals or belts and requires no manual 
oiling. That’s mighty important, because it cuts 
servicing needs 90%. But the highlight is 
If the need ever arises (and it’s 


“accessibility.” 


rare), your serviceman can take care of it on the 
job without special tools. The cooler is promptly 
back in operation keeping beverages at the proper 


temperature, 





Millions of CopELAMETIC units in use attest 
to their rugged dependability. With CopELAMETIC 
you get high BTU output with low power con- 
sumption. The unit operates quietly and efficiently 
giving positive protection. 


For replacements insist on COPELAMETIC. In 
the new coolers you buy, be sure the refrigeration 
unit is a CopeLaMetic. And for remote use, there 
are COPELAMETIC units in sizes through 714 H.P. 


Write For BuLietin C-54 












REFRIGERATION UNITS (OPEN - TYPE AND 
COPELAMETIC) WATER COOLERS 


DEPENDABLE $”RtFRIGERATION 
ee od 








SIDNEY, 


OHIO 








A Sates Success 


Dealers - - 


New and modern production equipment 
also helps the Amster Beverage Com- 
pany of Cleveland market Dad's Root 
Beer in five Ohio counties. 


ve 

SS ce BOTTLERS won’t agree with me, I know,” 
says Nathan Guren, president of Amster Beverage 
Company, Cleveland, Ohio. “I don’t care how the 
outside of my plant looks—so long as I have the 
newest and finest equipment inside, and maintain 
high standards of cleanliness, and quality of 
product.” 


Nat is the Dad’s Root Beer bottler in Cleveland, 
nominated for N.B.G.’s “Hal! of Fame” by his parent 
company, which considers him outstanding in all 
respects. He became a bottler in 1941—not the best 
of years, if you can remember. For 23 years pre- 
viously, Nat had been salesmanager of Red Top 
Brewing Company, Cincinnati. Even though he knew 
all the outlets, Nat had to work a great deal harder 
for himself than he had for Red Top Malt. 


The Amster firm, which Guren had bought, had 
just taken on the Dad’s franchise to supplement 
its ABC flavors—so that all the success which Dad’s 
Root Beer has attained in the five Ohio counties 
covered by the franchise can properly be credited 
to Guren. 


Fourteen trucks comprised the fleet in 1941 (as 
compared to 20 now) and Guren immediately con- 
centrated on improving the sales efficiency of his 
crew with daily discussions of individual stops— 
a practice that still continues. In his first year, 
Guren put Dad’s into 5,000 outlets, of which 2,000 
were new to the Amster firm. “Every bottler in 
Cleveland was putting up a root beer,” he recalls, 
“and there was another good national brand as well. 
I figured the best way to get quick volume was from 
the industrial plants, and that therefore I ought to 
convince the buyers about the quality of Dad’s. 


“So I got the home addresses of the industrial 
buyers—there were few vending machines then— 
and had a case of Dad’s delivered to each buyer’s 
home. It was a simple little trick, but it worked: 
every one of them put Dad’s into his plant!” 


Retail accounts were analyzed, and some selec- 
tively were given twice-a-week service—again re- 


sulting in increased volume. When a dealer phoned 
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Study 


NOW in QUARTS d 


A REAL 
FRANCHISE 
DRINK 


Bottlers everywhere 
are reporting that 


JUNE KOLA is going 


over the top. 


Analyzed Daily ! 














, Yes, KOLA in quarts, 
ee ee Se | be ee 
kola and JUNE KOLA 
is the finest money 
can buy. 





Write today about 
| JUNE KOLA in quarts, 
12 oz. and 7 oz. 
bottles. This is a real 
Franchise Drink. 





ACME BEVERAGE CO., WILKES BARREPA. 












Send one dollar and 
receive one gallon of 


JUNE KOLA for trial. 





JUNE KOLA COMPANY 


cod era : Bc ° 
Maintaining a policy of absolute cleanliness, the Amster Beverage Company is particularly 779 Hazle Street, Wilkes-Barre, Pa. 
EP SSESEADRRR S nee ce ARC “SA AR A ARR SS A NR A TG TRE ORNS 


proud of the appearance of the entire bottling line. A labeling machine is in action. 
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A new 40-Spout Liquid Filler with matching accessories 
is Mr. Guran’s pride and joy. A complete maintenance 
program helps keep the equipment in the “pink” of con- 
dition. 





in for Dad’s, he got special service—delivery the 
same day, for sure. The ball parks and race tracks 
were gotten after too. Introductory deals put Dad’s 
into many outlets that might otherwise not have 
been gotten. 

And so, Dad’s grew. Nathan’s son, Homer E., is 
now salesmanager, secretary and treasurer of the 
firm. Newspaper radio TV and novelty advertising 
are all used in various ways at various seasons. 

“TV is probably the best form of advertising, if 


, COST 
60% OF co. C 
OS Se 

— 


USE DRY ICE CONVERTERS 





Full-opening for easy cleaning and inspection, 
Dry Ice Converters require no power, no refriger- 
ation, no operating costs. Use full-sized 50-lb 
cakes of dry ice or liquid CO,. Work equally well 
with either. Will quickly pay for themselves 
through gas savings. Variety of sizes available 
for either vertical or horizontal installation. 


Write for complete details, prices 


DRY ICE CONVERTER 


CORPORATION 
Dept. C., Box 1652, Tulse, Okie, 


DRY ICE 
CONVERTER CORP. 


TULSA. OKLAHOMA 





we could afford it right along,’ comments Nat. 
“When a new TV station started here a couple of 
years ago, we had a giveaway program that was 
called ‘Bowler’s Jackpot.’ We ran for 20 weeks and 
could see that the results were fine. But when the 
station was established, prices went up, and we dis- 
continued the program as being too expensive. 

“Last year we got into a half hour amateur pro- 
gram on which an airline gave a trip to New York 
as first prize. That was resultful, too—but awfully 
expensive! We use newspapers occasionally, and 
find that daytime radio spots are pretty good. Sam- 
pling is a constant program—and we gave away 
20,000 bottle toppers last year.” 

In addition, the firm puts out a constant flow of 
metal signs, has a number of painted walls, and 
over 300 bulletin signs in the area. A Christmas 
doll promotion was likewise highly successful. 

The original 24-spout Liquid has long been out- 
grown and replaced with a new 40-spout Liquid 
filler, supplemented by a Super-Kleen bottle washer, 
Liquid ice machine, and Infilco water treatment. 
The line also includes a labeler. Seasonally, two- 
shift operation is required. 

Dad’s sells at $1.12 for the 7-o0z. size, $1.25 for 
12-0z., $1.65 for quarts, and $1.55 for the six half- 
gallon pack. 





“Circumstances alter cases...” Beverage cases 
are no exception. Their size, shape and construc- 
tion features are determined by the physical charac- 
teristics of individual bottles. 

“Custom-made” beverage cases are correctly 
designed to suit your needs, thus reducing break- 


age to a minimum. 


THE GREEN COMPANY nc. 


265 Post Road Oleh at -3, ban Grelalalziailatl; 
atolall Bellows Falls. Vt 








Honor American Beverage 
Corp. Chemist 


Dr. Guido Pitigliani chemist in charge for the 
American Beverage Corporation and its predeces- 
sor Carl H. Schultz Corporation in Brooklyn, N. Y., 
has recently completed fifty years of service with 
the company. 

A dinner was held in his honor at the Harvard 
Club, in New York. It was attended by his associ- 
ates and many friends in the company and industry. 

Dr. Pitigliani is considered an authority on 
flavors and mineral waters, in which field he has had 
considerable experience. 


New Coca-Cola Bottling Plant 
at Hagerstown, Md. 


The Hagerstown Coca-Cola Bottling Works was 
issued a permit for the construction of a new bot- 
tling plant which will cost over a quarter of a mil- 
lion dollars. 

The permit calls for a one-story steel and masonry 
building measuring 270 by 194 by 174 by 94 feet at 
the corner of Pennsylvania Avenue and Charles 
Street. The cost of the building was estimated at 
$237.000. 


rAMCO WALKING 








POSITIVE—HIGH SPEED—FULLY AUTOMATIC 
handling of cans for 
PASTEURIZATION—COOLING or DRYING of 
CARBONATED or NON-CARBONATED or 
DIETARY BEVERAGES 


Write for complete information 


CANNING MACHINERY CO. 


4525 S.W. LEE ST. » PORTLAND 19, OREGON 
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BEAM UNITS 
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BOTTLER BRIEFS: 


DAD'S GOES TOPSY-TURVY IN ST. PAUL 








Following an extensive program of paint- 
ing walls in the area, the St. Paul Dad's 
bottler has tried this different approach in 
attracting attention. The results have been 
very good in that the idea has created a 
great deal of conversation. It is planned 
to make this type of wall painting a per- 
manent part of the outdoor advertising 
program. 


HARLINGEN TEXAS DOUBLE-COLA 
BOTTLERS PLANNING ADVERTISING 





J. W. Kirksey and Jack McArver, Double- 
Cola Bottling Co. of Harlingen, Texas, are 
shown planning a special Fall and Winter 
Double-Cola merchandising campaign with 
W. A. McMahan of The Double-Cola Com- 
pany. 


Nineteen Sugar Companies 
Offer "Bottlers" Sugar 


According to an announcement from 
the American Bottlers of Carbonated 
Beverages, there are now nineteen 
sugar companies offering sugar identi- 
fied with the single woid “Bottlers’’, 
to their customers, which signifies that 
the sugar has been tested and meets 
all requirements of the soft drink 
industry’s Tentative Standard for 
Granulated Sugar. 

Companies producing “Bottlers” 
sugar are as follows: 

The Amalgamated Sugar Co., Ogden, 

Utah 


August, 1954 


American Crystal Sugar Co., Denver, 
Colorado 

American Molasses Co., Sucrest Divi- 
sion, New York, N. Y. 

American Sugar Co., New York, N. Y. 

J. Aron & Co. Inc., (Supreme), New 
Orleans, La. 

California & Hawaiian Sugar Refining 
Corp. Crockett, Calif. 

Colonial Sugars Co., New York, N. Y. 

Godchaux Sugars Inc., New Orleans, 
La. 

The Great Western Sugar Co., Denver, 
Colorado 

Holly Sugar Corp., Colorado Springs, 
Colorado 

Imperial Sugar Co., Sugar Land, Texas 

Layton Sugar Co., Layton, Utah 

Michigan Sugar Co., Saginaw, Michi- 
gan 

Monitor Sugar Co., Bay City, Michi- 
gan 

National Sugar Manufacturing Co., 
Sugar City, Colorado 

National Sugar Refining Co., New 
York, N. Y. 

Savannah Sugar Refining Corp., Sa- 
vannah, Georgia 

Spreckels Sugar Co., San Francisco, 
Calif. 

Utah-Idaho Sugar Co., Salt Lake City, 
Utah 


Old-Fashioned Eating and 
Drinking Prevails in South 
The old fashioned way is still the 
favorite way in the South, according 
to a recent survey. 
This was indicated in the “1954 














“He’s managed somehow to 
sidetrack them from the bot- 
tling plant next door.” 











Brand Preferences of Southern Fami- 
lies-Food” study just released by Farm 
and Ranch-Southern Agriculturist. In- 
stant coffee, instant teva and frozen 
orange juice have not made very deep 
inroads in this section of the country. 

Of the 81.4% who drink bottled soft 
drinks, 42.5% chose Coca-Cola; 11.3%, 
Pepsi-Cola; 8.9%, Dr. Pepper; 8.9%, 
Royal Crown; 4.4%, Seven-Up. 

Questionnaires were sent out to 
12,095 subscribers in 15 southern 
states; 1,432 or 129%, were returned 
and tabulated. 





A.B.C.B. Short Training 
Course Scheduled for 
California 


The 1955 session of the A.B.C.B. 
Short Course in plant training and 
beverage production and plant opera- 
tion will be held either in Los An- 
geles or San Francisco. Plans of the 
association’s Technical Services Com- 
mittee to hold the course on the West 
Coast were approved by the A.B.C.B. 
Executive Board at a recent meeting 
in Washington. The last time such a 





Better Beverages at Lower Costs 





|P & R BEVERAGE MIXER 


Full Quart Capacity 
ro Fast...Durable...Reasonable 


Here's the beverage mixer that you've been 
looking for! It's attractively styled, ruggedly de- 
signed, built to last and last. Mixes the heaviest 
syrups thoroughly by giving each bottle three 
complete turns from top to bottom. Plant proved 
to give perfect mixing results every time. Handles 
all sizes up to one quart. Built by craftsmen who 
it. have been serving the bottling industry for more 
than 27 years. 


WRITE FOR FURTHER INFORMATION 





® A practical ma- 
chine—no useless 


@ Gives maximum 
service for mini- 
mum price 


©@ As nearly trou: 
ble-free as hu- 
mans can make 





YOU CAN 
COUNT 
ON 
P&R 








oo 


cS 


P. O. Box, 1042 
Atlanta, Georgia 












course was held in the West was in 
1947, when sessions lasted for three 
weeks. Next year’s course will be the 
eleventh in the series. 


Coca-Cola Employes 
Rewarded for Safety Record 


An annual safety meeting and din- 
ner was given for the benefit of 
drivers and supervisors by the Joplin 
Coca-Cola Bottling Company at Joplin, 
Missouri. 

The good safety record of the em- 
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ployes was brought out at the meeting 
and it was established that the 33 com- 
pany trucks and cars had traveled a 
total of 500,000 miles with only four 
chargeable accidents against the driv- 
ers, all of them minor. 


Dad's Bottler Performs 
Public Service 


The supply of drinking water in 
Astoria, Oregon was recently discol- 
ored as a result of heavy rainfall on 
the local water sheds, and although 


ee a 

















city officials assured residents that the 
very noticeable discoloration was not 
harmful to the health, local Dad’s bot- 
tler L. F. Van Dusen rolled up his 
sleeves and offered his facilities to the 
community. He placed an advertise- 
ment in the Astoria Budget which 
read as follows: 


NOTICE 


We have sterilized filtered water 
available, free of charge, at our 
bottling plant located at 9th and 
Bond in Astoria. The water is crys- 
tal clear and has been processed 
through numerous filters, as well 
as a modern water-treating unit. 
Our only purpose in offering this 
to the public is to advertise the 
quality of the water used in Dad’s 


Root Beer and our other products. 


Hundreds of people filed down to the 
Dad’s “oasis” to receive their water. 
The dual purpose of timely publicity 
and, most important, public service, 


was effectively accomplished. 
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ANOTHER ILLUMINATED PLASTIC 
CROWN 


The new Vess illuminated Plastic Crown just 
released to all Vess Billion Bibble Bever- 
age bottlers is constructed of molded heavy 
snow-white plastic in full dimensional 
style. It is accurately scaled with 11 inch 
diameter base, 2!/, inch depth and 91/; 
inch diameter face. Vess copy is repro- 
duced in cherry red and pleasing green 
color combination with translucent plastic 
illuminated from behind for added eye- 
arresting effect. 








ANOTHER BIRELEY’S FRANCHISE 
Colonel W. B. Avera, Canada Dry Bottling 
Co. of Greenville, South Carolina, is shown 
signing a Bireley’s franchise for his area.. 
On the left is Tony Bateman, Bireley’s 
Southern District Manager. Plant will use 
new sirup throw method of bottling, using 
present equipment. 


- i. a ‘i ' | on 





A SUNDAY OUTING FOR EVERYONE 


In order to carry all their employees to 
see the new home of Double-Cola in 
Chattanooga, J. S. Foster, Jr., president of 
the Double-Cola Bottling Co. of Hunts- 
ville, Alabama, chartered a special bus 
for the trip. Following a trip through the 
beautiful new building everyone enjoyed 
a fine barbecue lunch, after which Mr. 
Foster and Mr. Broadway took the entire 
organization to the ball game. 


Twenty-Seven Bottlers Now 
Bottling Sprig 

The Sprig Sales Company has an- 
nounced the franchising of twenty- 
seven bottlers since the start of fran- 
chise operations in the early part of 
this year. li: making this report offi- 
cials of the company stated that the 
new drink has been exceptionally suc- 
cessful in establishing distribution and 
consumer reaction has been exceeding- 
ly favorable. 

Consistent newspaper advertising is 
now being run in the twenty-seven 
markets, and sales to date, according 
to reports from the company, have far 
exceeded early expectations. 


National Bottlers’ Gazette 








al 


an 
ne 
TI 
Fe 
in 
De 
the 
th 
all 
a | 
ani 
be! 
gr: 
poi 
bot 
Da 
spe 
tra 


Ne 
Be 


Go 
gre 
wor 
Wi 
wil 
Gor 
the 
ac 
Sta 
wor 
an 

the 








Wishens Buy The Nehi Plant 
in Fort Pierce, Florida 


Purchase of the Nehi Bottling plant 
and property at Atlantic and 2nd 
Street by Mr. and Mrs. Bob Wishen, 
who came to Fort Pierce from New 
York, from W. A. Stokes was an- 
nounced recently. The sale of the 
property involved a consideration of 
$35,000. 


Southernmost Bottling Plant 


The southernmost bottling plant in 
the United States, according to the 
Bubble Up Corporation, is owned by 
Mr. and Mrs. Clemens Pichel, and is 
located at 611 Amelia Street, Key 
West, Florida, which is the nominal 
end of Route One. 


Three New Members Added 
to Dad's Family 
The Dad’s Root Beer Company has 
announced the franchising of three 
new bottlers in the State of Montana. 
The new bottlers, in Glasgow, Great 
Falls, and Havre will also bottle Dad’s 
in the new 12 and 32 ounce No- 
Deposit, No-Return glass bottle. Al- 
though the new bottlers have been on 
the market a short time with Dad’s, 
all three markets have begun to show 
a healthy growth in consumer accept- 
ance for Dad’s. Advertising plans are 
being made in conjunction with a pro- 
gram for product identification at the 
point-of-sale. The signing of these new 
bottlers is in keeping with the 1954 
Dad’s expansion which 
special personnel have been hired and 


program in 


trained to acquire new Dad’s bottlers. 


New Franchise for Goody 
Beverages 

Cornell Wing, sales manager of The 
Goody Company, has made known the 
granting of a franchise to the Lake- 
wood Beverage Company of Lakewood, 
Wisconsin. The Lakewood 
will bottle both Goody Root Beer and 
Goody. Orange Drink. In addition to 
these two products, they also bottle 
a complete line of flavors. Charles T. 
Stankey is the manager of the Lake- 
wood Beverage Company which serves 
an area of Wisconsin in the heart of 
the resort and fishing country. 
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WHY YOU SHOULD USE THE NEW 






t” Uylou Outside Srushes 
The answer to ALL your Outside Brush Problems 


ON MEYER-DUMORE AND LIQUID BOTTLE CLEANERS 








VOLCKENING NYLON OUTSIDE BRUSHES :— 


1. Nylon Outside Brushes will outlast many, many sets of 
fibre brushes. Original installations of Nylon Outside 
Brushes have been in operation for six years and are still 
in perfect condition! 


2. Nylon Outside Brushes give a more thoroughly brushed 
and polished bottle due to the greater brushing ability of 
nylon. 


3. Fibre brushes need replacement at least three times a 
year since they absorb a great amount of water which 
softens the fibre and causes it to mat and break off. 


4. Nylon Outside Brushes are constructed of Nylon, 
Brass, Aluminum and Stainless Steel. There are no wood 
blocks to split or rot. 


5. Nylon, being a manufactured product, is uniform. This 
uniformity gives even wear and a balanced brush. Fibre 
brushes cannot be uniform as fibre is a vegetable product 
and diameters and weights of fibres vary. 


6. You obtain greater production from your bottle cleaner 
because Nylon Outside Brushes hold bottles in perfect 
alignment. Costly production stops caused by bottles “hang- 
ing up” are eliminated. 


7. There are no installation problems as these brushes 
are easy to install, 


8. Our Nylon Outside Brushes will give 100% satisfaction. 


9. Nylon brushes are naturally more sanitary as nylon is 
almost waterproof. Fibre absorbs many times its weight 
in water which causes dry and wet rotting, mildew, etc. 


10. These Nylon Outside Brushes are a product of the 
highest development of the brushmaker’s art. Even if you 
were willing to pay ten times more than the price of these 
brushes, we would not be able to make them any better. 
They are the finest Outside Brushes that money can buy! 





NYLON BOTTOM BRUSHES FOR YOUR 
MEYER-DUMORE 
BOTTLE CLEANER 


This Bottom 
structed of 


Brush is con- 
Black Nylon 
which is Stainless-Steel 
stapled into Lucite blocks. 
No more wood to rot. No 
more frequent replacements 
as these brushes will outlast 
many of the old-type brushes. 
When ordering, send us a 
sample of the brush you are 
now using. 








“Brushes for The Beverage Industry Since 1897" 


NYLON LIFTING 
SPINDLE TIPS 


These Nylon Lifting 
Spindle Tips replace the 
steel tips on Meyer- 
Dumore and Liquid Bottle 
Cleaners. The use of Ny- 
lon Lifting Spindle Tips 
is your guarantee of 
longer bottle life. 


















Write today 
About the Squirt 
Franchise in your 

territory! 


THE SQUIRT COMPANY 


VLOV Me Yo Pe a(eliliiielaM Oi 
Beverly Hills 


(@elihielailie. 


COPYRIGHT 1954, THE SQUIRT COMPANY 
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FALL AND WINTER 


SRT GLOW BALL vromovon 


iG vu S Pal OFF 


MAKES FRIENDS and WINS SALES 


Another brilliant Squirt promotion in the “mixer” 
field... designed to keep sales snowballing during 
the fall and winter months. Sales ideas like this 
make friends of retailers, makes profits . . . and is one 
more reason why Squirt and its bottlers are 
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moving to the top in the soft drink field. 
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Outlet... 
Excites Interest... 
Demands Action... 
Produces Profits. 
Ss 
|’ (fey 


_—— ewe? 
Eersome 


\ Gey *) 


XA 

Pte ve 
Mele AL. 

% a S 
: < 


“BOTTLE RIDER 
& TABLE TENT 








Canadian 


Order Removal Of Coca-Cola 
Policemen Replicas 





After funtioning for only one day, wooden replicas 
of policemen advertising Coca-Cola were ordered 
removed from the roads and roadsides in Nova 
Scotia Province. 

The order covering the removal of the signs had, 
in fact, been announced before the replicas were 
installed because the highway department of the 
Nova Scotia Provincial Government believed the 
signs would become a handicap to traffic on the 
roads. 

Strangely enough, the removal of the Coca-Cola 
policemen was converted into somewhat of a cere- 
mony. Participating were: Eugene Trask, manager 
of the Scotia Bottlers, Yarmouth, N. S., Charles 
Adams, foreman of the plant; other Coca-Cola fran- 
chisers from various centers in Nova Scotia; the 
mayor, deputy mayor and other civic representatives 
including the police force. 

Thus far, Scotia is the only province to order 
signs off the roads. 


Kellogg’s, Canada Dry in Joint 
Promotion 


The Kellogg Company of Canada Ltd. is featuring 
a 10 cents coupon applicable against the purchase 
of a 6-bottle 36c handi-pak carton of Canada Dry 
Ginger Ale. 

Supporting this promotion are color comic ads 
in the weekend papers, television and radio com- 
mercials on the Wild Bill Hickok program, radio 
spots and colorful point-of-purchase material. 

Canada Dry will also support this promotion in 
Canada using mass displays of bottled goods and 
carton racks and stands featuring the same posters 
as Kelloggs. 


Soft Drink Output Up 


Production of carbonated beverages in Canada 
during the first quarter of the year increased to 
19,252,453 gallons as compared with 19,287,960 a 
year earlier, according to figures made public by 
the Dominion Bureau of Statistics. 


$50,000 Robbery in Coca-Cola Plant. 


Using acetylene torches taken from the mainte- 
nance department, a gang of safeblowers burned 
open a safe in the officc <f the Coca-Cola Company, 
7295 Upper Lachine Read, Montreal, and made off 
with $50,000. The theft was only one of a dozen 
or more reported in Montreal and vicinity. 
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Column... 


Pepsi-Cola to Build Additional 
Toronto Plant 


Pepsi-Cola Co. of Canada Ltd., Montreal, has 
announced plans to build a bottling plant on a four- 
acre site on Weston Road near Jane Street in 
Toronto. 

F. W. McIntosh, company president, reports that 
this new bottling plant is required to meet the 
company’s increasing demands in the Toronto mar- 
ket which has now surpassed the production capa- 
city of the Leaside plant established in 1949. When 
completed the new Weston plant will produce over 
a quarter million bottles per day. 





Students, Sisters Enjoy Tour of 
Ontario Coca-Cola Plant 


As another evidence of the company’s interest in 
community welfare along educational lines, -the 
Coca-Cola Bottling Company’s branch in Belleville, 
Ontario, entertained some 275 students of St. 
Michael’s School and Academy on a tour of their 
spacious Sidney Street plant. 

The sisters and students were accorded a warm 
welcome by branch manager, Aubry Coe. Mr. Coe, 
commenting on the inspection, said the tours are 
available to all schools in the city and district, with 
the company paying all transportation charges in 
connection with the tours. 


Thompson Heads Orange Crush Ltd. 


J. M. Thompson, executive vice president and 
general manager of Orange Crush Ltd., was recently 
elected president of the company to succeed J. 
William Horsey, who continues as chairman of the 
board. Mr. Thompson will retain the office of general 
manager. 

The company, according to Mr. Horsey, is im- 
proving its position in the industry each year. 


New Executive Secretary of C. B. C. B. 


C. W. Floody has been officially named the new 
Executive Secretary of Canadian Bottlers of Car- 
bonated Beverages by the association’s Board of 
Directors, as successor to Joseph Whitmore, who 
recently resigned. 

Mr. Floody has had operating experience in trade 
associations over a number of years and has con- 
siderable experience in merchandising, public rela- 
tions, promotion work, etc. Well qualified to carry 
out his duties on behalf of C.B.C.B., he has already 
met a considerable number of members of the in- 
dustry and is acquiring a knowledge of the indus- 
try’s problems and opportunities. 
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Many a happy 
bottler is 
REALLY ROLLING 





Proving itself a great business builder 
in market after market—our "juice 
type" golden Orange No. 19 has a 
close-to-nature flavor just about 


everybody likes! 


It's typically Virginia Dare—a joint 
product of intensive laboratory re- 
search and careful study of consumer 
preference. Result: a great orange 
that's rolling up record sales every- 
where—the sensational Virginia Dare 


Orange No. 19! 
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EXTRACT CO., Inc., Bush Terminal Building No. 10 
Brooklyn 32, N. Y. 
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You have a trou ble-free 


filling operation 
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with Cem Built-in Expansion 


During the hot summer months you can run your Cem Filler 


with proper refrigeration at top speeds and be sure of a 


smooth, efficient operation with low bottle breakage, savings 


on CO, gas, less wear and tear on the machine. Then, when 


demand drops off, your Cem will give you all the production 


you require with minimum cooling. You save on electricity and 


CE 


he world over have invested in nearly 2000 CEM FILLERS 


labor. Get the facts about Cem and Built-in Expansion 


from your Cem Representative. 


CROWN CORK & SEAL COMPANY, INC. 


Machine Sales Division - Baltimore 3, Maryland 


FILLERS 


4-20 e 6-28 e Super Cem 50 





such approval must be earned 











The Bottle Fights Back... . 


- ROMOTIONAL efforts aimed at stressing the advan- 
tages of glass bottles as containers for soft drinks, 
and patently directed as a counter offensive to cans, 
are increasing in numbers. Latest to jump into the 
fray is the Tri-State Bottlers of Carbonated Bever- 
ages, which launched 2 big drive in Utah, Idaho 
and Wyoming. In many ways, this program followed 
the pattern set by the California-Nevada associa- 
tion (July N.B.G. p. 3) earlier in the year. 


Copy themes are direct and to the point: “It’s 
clear as crystal ... the finest soft drinks always 
come in bottles.” 


Milton L. Rawson President of the Tri-State 
Bottlers group, said that final approval of cam- 
paign plans, prepared and presented by Hal R. 
Harmon of Harmon Advertising Service, was given 
by the board of directors and membership of the 
association in Logan, June 24th. 

Newspapers, foodstore trade journals and radio 
spots in the three State area will be used extensively 
over the 13-week summer campaign period, which 
began Sunday, June 27th. Special impact was 
planned for the July 4th and 24th holidays. 

KSL radio and the Salt Lake Tribune-Deseret 
News are scheduled to give dominant regional cov- 
erage, with twelve stations of Intermountain and 
Bonneville Networks and thirteen home-town news- 
papers giving local saturation. 

Special four-color truck banners carrying the 
theme of the campaign will be displayed on the 
rear of over 150 beverage trucks operated by mem- 
bers of the throughout the summer 
season. 


association 


It is established in the copy that glass was first 
used by the Ancients ix Egypt more than 4,000 
years ago, and that down through the ages glass 
became accepted as the perfect substance for mix- 
ing, storing, and conveying liquids. As the chemi- 
cal industry learned glass is inert and will not 
change the taste or alter liquids in any way. That’s 
why it is specified when purity is paramount, ac- 
cording to the campaign. 

A play on the words “good taste” also is appro- 
priately used in the copy. For example: “Good 
taste and quality are everything in a soft drink 
and doing things in good taste is everything to a 
good hostess.” 

The copy itself is dignified, positive and in keep- 
ing with the prestige approach that it attempts to 
establish. Both the newspaper copy and the radio 
spots sell quality and prestige. 

The voice of Rex Campbell, veteran KSL an- 
nouncer, is heard on the recorded 20-second spots. 

A series of newspaper ads in sizes ranging from 
1,000-line down to 84-line are distinguished by their 
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FEATURED IN GCMI PROMOTION 


Indicative of the support being thrown into the bottle 
vs. can battle is the current trade paper promotion by 
the Glass Container Manufacturers Institute, Inc., fea- 
turing the advantages of soft drinks in bottles. 
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. dignity, brevity and liberal use of white space. A 

glass bottle outlined against a black rectangle is | 

z the dominant illustration in each ad, with deft use | 
of line drawings following the copy angle developed 

, for various special appeals. 

, In what might be considered a flank attack on 





the cans, Owens-Illinois Glass Co., in advertising Smooth and mellow, rich 
scheduled for national magazines during July, also FORTUNE ROOT BEER COMPOUND —4 07, with creamy goodness, no 
stressed glass’ advantages. New—longer lasting foam—superior flavor other beverage can be more 
Excellent heavy color and delicious flavor, P 
NEW BUBBLE UP BOTTLER SECURES gaining constantly in popularity than root beer made with 


92% DISTRIBUTION FIRST WEEK : 
NO. 2 ROOT BEER COMPOUND —4 02. Red Seal Compounds 
For a creamy smooth and rich thirst quencher and Extracts. 


OLD-FASHIONED ROOT BEER COMPOUND —4 0Z. 


A superb taste treat with that good old-fashioned flavor 





Ask about other Red Seal Root 
Beer Extracts and Compounds 
that may meet your requirements 


more exactly, especially for Lak a) 
strength. Fo 





Ben Miller, owner of the Oberlin Bottling Works, Oberlin, 


WARNER-JENKINSON MFG. CO. 









‘ : Manufacturers of Certified Food Colors, Extracts, Flavors, Vanillas 4 
Kansas, is shown pouring a glass of Bubble Up for Hous- 
ton Rogers, south central Franchise Manager of the Bubble ESTABLISHED 1905 * 2526 BALDWIN ST. ° ST. LOUIS 6, MO. SEAL , 
Up Corporation. Mr. Miller is celebrating 92%, distribution | 
of Bubble Up secured the first week in the 12 counties of S7 Lou\® 





northwestern Kansas served by this bottler. 
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“T sez—‘the Nehi Line 


is the most complete 
line in the industry!’” 


PAR [fp PAK 
| 
LJ 
PALE DRY 


Ginger Cle 






NEHi CORPORATION 
COLUMBUS, GEORGIA 


SOON & 








Bottling Plant to Open in 
Staunton, Virginia 


The Pepsi-Cola Bottling Company will open a 
branch plant in Staunton and a building already 
has been purchased on Richmond Avenue, where 
the drink will be bottled. 

Machinery and production equipment is currently 
being moved into the new building although a defi- 
nite opening date has not been established. It is 
understood the project represents an initial $100,000 
capital investment. 

Four residents of Charlottesville, officials of the 
Pepsi-Cola plant, there, will head the Staunton 
operation. S. A. Jessup will be president, Claude 
Jessup vice president and Philip and Miss Irva 
Jessup directors. 


Announce New Throwaway 
Bottle "Splits" 


John C. Mackerer, president of Cock’n Bull Ltd., 
has made known a merchandising innovation to 
increase consumer sales by the introduction of 
smart, new non-deposit 7 oz. split bottles as fea- 
tured companion packages for the firm’s 12 oz. 
Quinine Water and Ginger Beer containers. 

The attractive new split bottles—emerald green 

for Ginger Beer and clear white glass for Quinine 
Water—will be available to the trade in July. The 
handy light-weight, throwaway bottle will undoubt- 
edly be popular with overworked retailers. 
_ According to Mr. Mackerer, both of the newly- 
packaged and smartly-labeled mixers will be fea- 
tured in national and local advertising and the 
point-of-sale material will help to popularize the 
Quinine Water and Ginger Beer splits and pints in 
6-packs. Both of these beverages are products of 
Cock’n Bull Ltd., Hartford, Conn. 





COLORFUL NEW THROWAWAY BOTTLES 

Smart, new non-deposit 7 oz. “split” bottles are featured 
by Cock’n Bull Ltd. as companion packages for the com- 
pany’s 12 oz. Quinine Water and Ginger Beer containers. 
Red, blue and silver labels for the Quinine Water and 
red, green and gold labels for the Ginger Beer were 
printed by Spielman Label Co., Phila. 
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New $1,000,000 Plant Being Erected 
by Miller-Becker Co. 


Ground was recently broken by the Hires Bot- 
tling Co. of Cleveland on a 10 acre site in Cuyahoga 
Heights for a 105,000 square foot plant. This is 
a culmination of this 50-year old company’s ex- 
pansion program, as announced by Martin E. 
Becker, secretary of the company. 

The plant proper, according to H. P. Miller, a 
member of the firm, will be upwards of 300 feet 
square and is designed to house all of the Cleveland 
operations. It will be efficiently functional and 
house the most modern equipment, including that 
for soft drink canning, and will triple their pres- 
ent plant’s capacity. Offices will be outstandingly 
designed and furnished; employee facilities and 
the Laboratory Control Room will all be air con- 
ditioned. 

In announcing the project, Miller-Becker Co., 
producers of Cotton Club Beverages, states the 
excellent reception of its products in the Cleveland, 
Akron, Ashtabula and Lorain areas dictated this 
expansion of production, and that it is indicative 
of the confidence of the company in the growing 
economic future of Northern Ohio. 


Rites Held for William Ries 


William Ries, Shakopee, Scott County, Minnesota, 
industrial and civic leader for over half a century, 
died early June 29 just four days after he had noted 
his 77th birthday. 

At the time of his death, he was president of the 
Jacob Ries Bottling Works, Inc., a position he as- 
sumed in 1937, succeeding his brother, the late John 
B. Ries. During his entire adult life he was closely 
identified with the success and growth of the family 
business and also contributed his time, energy and 
financial backing to the welfare of the community 
and the success of countless civic enterprises. 

Now in its 83rd year, the Jacob Ries Bottling 
Works was founded in 1872. During 62 of those 
years, William Ries was active in the business and 
for over 52 years was an executive of the company. 
In that time, he saw the business advance from a 
small, local bottling concern to a large industrial 
firm producing products that enjoy a wide, regional 
distribution. In all this time, quality was never 
sacrificed for expediency with the result that the 
Rock Spring brands have national renown. 


John S. Kelly Deceased 

Funeral services for John S. Kelly, New England 
sales manager for the Clicquot Club Co. were held 
July 19 in Medfield, Mass. 

Mr. Kelly died on July 15 at his home, 126 South 
Street, Medfield, Mass. He was 70. He leaves his 
wife, Irene; a daughter, Mrs. Marion Larson of 
Malden, and four brothers. 
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BIG SAVES down through the yeats 


TESTED 


Field tested in scores 


of ‘actual plants 


DURABLE 


Operation is fool 


proof and trouble-free 


MODERN 
Styled to add beauty 
and prestige to your 
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EFFICIENT 
Built to give perfect 
satisfaction year after 


year 


APPLAUDED 


An instant hit wher 


ever installed 


~ 


PROFITABLE 


Cuts labor costs 


speeds operation 





CASEECARTON PACKER 


Serving Bottlers 
Since 1913 








Congratulations to Vernor's 


on the world’s most modern bottling plant 






One of the ultramodern 
Vernor delivery fleet... 
a Dodge 2'2-ton 
forward-control unit. 


Heavy-duty engine has 
sodium-filled valves, valve 
seat inserts, floating oil 
intake to reduce 
maintenance. Special body 
holds 348 cases. 














Yes ... we of Dodge Truck offer our heartiest 
congratulations to the Vernor Company on the opening 
of its great new plant. Because we, too, are constantly 
striving to offer customers the latest and best, we are 
well able to appreciate this tremendous forward step in 
the progress of the Vernor Company. May its future 
success be fully commensurate with the excellence of the 
product and service it offers. 





Again, our very best wishes to one of the oldest and most 
reputable firms in its field from one of its oldest 
continuous suppliers. 


DODGE #i iii TRUCKS 
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Pepsi-Cola Company to Market 
Schweppes Ginger Aie 


Schweppes Ginger Ale, another of the world- 
famous soft drinks and mixers originated by 
Schweppes Ltd. of London, is being marketed in 
this country for the first time by Pepsi-Cola Com- 
pany, according to James B. Somerall, vice presi- 
dent, Bottled Sales Division. 

The ginger ale is the third Schweppes product 
to be bottled and distributed by Pepsi-Cola bottlers 
under a franchise arrangement with Schweppes of 
London. Both Schweppes Quinine Water and Club 
Soda have already been introduced at popular prices 
in this country. The Ginger Ale will be priced to 
compete with other Ginger Ales of high quality. 

Unlike the Quinine Water and Club Soda which 
is duplicated exactly as it is made in England, the 
Ginger Ale has been altered to coincide with slightly 
different preference in taste found in America. 

Stephen L. Galvin, vice persident and Director of 
Research of Pepsi-Cola in conjunction with Wynn 
Price-Davis, Schweppes’ leading biochemist, collabo- 
rated in developing the taste quality of this new 
Schweppes Ginger Ale. 


Society of Soft Drink Technologists 
Plans Research Projects 


Plans to assign 12 projects, of interest to the 
soft drink industry, to working committees from 
the Society of Soft Drink Technologists, were dis- 
cussed by the Board of Directors of the new tech- 
nical organization, meeting recently in New York. 
The Society was formed a year ago “to afford op- 
portunity for the discussion of matters of interest, 
and to establish organized special study problems.” 

Projects now under study are: Production line 
efficiency, glass containers, metals containers, sani- 
tary problems and methods, codification of State 
and Federal regulations, water treating methods, 
bottle washing compounds and problems, quality 
control methods of analysis, carbonation, plant de- 
sign, handling beverages after production, and fla- 
vors and colors. 

Pannill Martin, chairman of the Membership 
Committee advised that the Society now consists 
of 102 members and indications are that this num- 
ber will be increased to 150 by next spring. 

The Board of Directors is comprised of: S. J. 
Gullo, Pepsi-Cola Co.; J. M. Sharf, Armstrong Cork 
Co.; B. C. Cole, The Seven-Up Co.; H. E. Korab, 
A.B.C.B.; W. C. Cooper, Geo. J. Meyer Mfg. Co.; 
J. F. Hale, Nehi Corp; Pannill Martin, Cloverdale 
Spring Co.; Archie Ladewig, Archie Ladewig Co.; 
and B. H. Wells, The Coca-Cola Co. 
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. to do an efficient low cost job of 
delivering Vernor ginger ale throughout 
the firm’s territory, bringing back emp- 
ties, carrying soda tanks and adver- 
tising material. For quick turn-around, 
49 of the firm’s several hundred vehicles 
have been equipped with Herman “Low- 
Boy” pallet type delivery bodies. These 
are all mounted on Dodge and Ford 
chasses. A feature of the bodies, which 
has 8 pallet compartments with an ap- 
proximate capacity of 350 cases, is the 
fact that the bottom is only 20 inches 
off the ground. This convenient loading 
height eliminates scrambling up and 
down the body to load and unload the 
cases. The extra low construction is 
achieved by lowering the frame of the 
chassis ahead of and behind the rear 
wheels. Featured in the construction of 
these new bodies are sliding doors for 
the side compartments and full opening 
wrap around rear doors for two pallet 


wee 








compartments loaded from the rear of 
the truck. Another outstanding feature 
of this part of the fleet is that each truck 
is equipped with a special Herman-built 
forward control type cab section which 
offers advantages in reducing driver 
fatigue, simplifying operation and sav- 
ing time and increasing the number of 
stops that can be serviced. The com- 
pany runs 346 vehicles—106 Ford vans; 
106 Dodge vans; 71 Chevrolet vans; 1 
White van; 19 executive cars; 7 Mack 
tractors; 12 Fruehauf semi-trailers; 4 
White tractors; 2 Ford tractors; 6 GMC 
and 3 International trucks and 9 Chev 
rolet and Ford sedan advertising trucks. 

Seven of the Herman Body trucks are 
shown in the photo, top left, and in 
close up in the picture at the bottom left. 
The “Big Boys” in the fleet are the truck 
and tractor combinations, which are 45 
feet long, 18 wheel jobs. These are used 
for warehouse and inter-city deliveries. 





Trailers (top right) handle 1,048 cases in 
pallet loads, like any other trucks in 
the fleet. A special inclined ramp was 
built to accommodate the trailers, to 
bring their floors to the level of the plant 
floor. In this, as in all pallet handling 
operations. around the plant, Lewis 
Shepard fork trucks Models EFTP-2 of 
2,000 pound capacity are used. At the 
left, top. we see the fork truck placing 
a loaded pallet in the second bay of one 
of the Herman bodies. The sliding doors 
give weather and pilferage protection, 


and provide plenty of advertising space 
to make each truck a rolling billboard. 


The driver-salesmen, in their summer 
Wender uniforms get an early morning 
briefing on a new wire rack from Super- 
visor Bud Boshaw (bottom left) and then 
discuss route matters as they wait for 
the trucks to be readied. The scene each 
morning as the trucks pull out is always 
one of ordered confusion, to the uniniti- 
ated, but always under perfect control. 
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“/ wu check-in room (top) is also 
a busy spot, for here the men check 
the loads, turn over their cash and 
meet with their supervisors for dis- 
cussion of route matters. Men and 
machines are a team, and the men 
see to it that their trucks are in 
apple pie condition at all times, re- 
porting repair needs at the end of 
each run. Regular maintenance is 
done on a carefully followed sched- 
ule, under the direction of Ronald 
Brown. At right, drivers George 
McNamara and William Hyvonen 


discuss an auxiliary brake fluid 
tank, installed on the inside of the 
cab, which prevents any unexpected 
brake failure due to loss of fluid 
from the master cylinder. The 
trucks enter the plant at this gate 
(bottom left) gassing up at the 
pump if necessary. A small portion 
of the truck parking lot can be seen 

one of several parking areas cov- 
ering 2% acres, for employees, 
executive cars, advertising trucks, 
and the big truck-tractor combina- 


tions. 


In this exclusive N.B.G. picturi- 
zation of the new, ultra modern 
Vernor plant in Detroit, many 
things had to be omitted because 
of lack of space. This is a complete 
plant, however, in every respect, 
and a fitting monument to the 
founder of the business, James Ver- 
nor; his son, the second James Ver- 
nor, whose life long dream it was; 
and to its present administrators 
James Vernor Davis and the third 
James Vernor—and their capable 
staff. It is the latest chapter in— 
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Get Lower Handling Costs 
... without capital investment! 


In addition to regular terms, you can also get prompt delivery of 
new Towmotor equipment without a cash outlay. 
**Lease-A-Towmotor” Plan 


The “Lease-A-Towmotor” Plan requires no capital investment and only a small 
monthly rental payment. Towmotor users report savings cf up to 60% over old 
handling methods. Advantages include— 
(a) Greater handling efficiency in your receiving, storage, production and shipping 
operations without capital investment. You pay low monthly rental during lease 
contract period. No down payment is required. 


(b) Greater handling economies with modern Towmotor equipment. Your business 
will enjoy the competitive advantages of lower costs. 


You have a choice of a 3 or 5-year lease. Monthly payments are graduated 
downward over the 3-year period and are proportionately lower over the 5-year 
period, 


TOWMOTOR Time Payment Plan. You can also buy your Towmotor material handling 
equipment spreading the cost over 6 to 36 months. No outside financing necessary. 
Towmotor handles complete arrangements. Minimum down payment. 


Mail the coupon and let Towmotor solve your material handling problems. 


FORK LIFT TRUCKS 
and TRACTORS 


SINCE 1919 


TOWMOTOR 


THE ONE-MAN-GANG 


TOWMOTOR CORPORATION, 


Please send me more 


Div. 6208 1226 E. 152nd St., Cleveland 10, Ohio 


information on: Nome = = — - . 
‘*Lease-A-Towmotor"’ Title ha taacnaliait 
Plan 
Towmotor Time Company 
Payment Plan 
Address 
Have a Towmotor Mass 
Handling Engineer ca‘! City Zone State 











Adjustable Dock Ramp 
Literature Available 
Adjust-A-Dock, Model No. 4 N.F., 


is described and illustrated in a new 
descriptive sheet now available from 
its manufacturer, Rowe Methods, Inc., 
Cleveland 13, Ohio. 

This model, with a 20,000-lb.-capa- 
city, is available in a standard width 
of six feet, with a selection of lengths 
ranging from five to ten feet. It is 
designed to bridge the difference in 
heights between a loading dock and 
any truck or trailer, and can be in- 
stalled recessed in the loading plat- 
form, partially recessed, or placed in 
front of the dock. 

In operation ,the Adjust-A-Dock is 
raised or lowered to suit truck height 
by means of instant-acting push but- 
ton controls. When not in use, it is po- 
sitioned flush with the dock floor. 


A half-horsepower motor provides 
economical operation and helps keep 
initial cost at a minimum. Ease of in- 
stallation is a further feature. 





NEW OAKITE GENERAL 
CLEANER INTRODUCED 


Designed especially for hand 
cleaning operations in bot- 
tling, packing and other food 
processing operations, Oakite 
General Cleaner produced by 
Oakite Products, Inc., is a free- 
flowing powdered detergent 
that dissolves quickly and 
completely in water. It pro- 
duces long-lasting suds that 
remain stable even when the 
solution becomes contaminat- 
ed with fats and solid soils. 
The material is said to be ef- 
fective in spray or soak tank 
use, in concentrations of 1/4 
and }/. ounce per gallon re- 
spectively, at 140 degree F. or 
higher. It rinses freely in hot 
or cold rinse water. 


New Latin American 
Representative for 
Standard-Knapp 

The American Steel Export Co., Inc., 
has been named Latin American rep- 
resentatives for the complete line of 
automatic packaging equipment manu- 
factured by Standard-Knapp, Division 
of Emhart Mfg. Co., Portland, Conn. 

American Steel Export Co., with 
headquarters at 347 Madison Avenue, 
New York, will provide direct repre- 
sentation in Central, South America. 


Clark Equipment Co. 
Forms New Subsidiary 

Clark Equipment Co., manufactur- 
ers of materials handling industrial 
trucks and bulk-handling equipment, 
has announced the formation of a new 
subsidiary, Clark Leasing Corp., to fi- 
nance leasing of its equipment on a 
national basis. 

Establishment of the subsidiary fol- 
lows a six-month test program during 
which Clark offered a low-cost equip- 
ment leasing pian to the business com- 
munity under a bank-financed arrange- 
ment. 
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LINE OF FLAVORS 
CULTIVATES SALES 
with these all-around beverages: 


| oz. CREAM °* | oz. & 4 oz. BIRCH 
| oz. & 4 oz, ROOT BEER + | oz. & 4 oz. "SAS" 


We also feature the complete Conron line. 
Full line of Soda Water Flavors. Write for Samples & Prices 






“THE GINGER HOUSE” 





Plan Large Carbon Dioxide Plant 
For Liquid Carbonic 


The Liquid Carbonic Corporation, Chicago, has 
made known that it has signed a contract to build 
a large new Carbon Dioxide plant in Houston, Texas. 
The new plant, which is to be located on the ship 
channel, will be the latest design. 

B. W. Goulding, Vice President of the company’s 
Compressed Gas Division, stated that “the tremen- 
dous resulted in 
greatly increased needs and uses for Carbon Diox- 
ide. With the building of this new plant, Liquid 


industrial growth in Texas has 


will be ready to meet these rapidly expanding Car- 
bon Dioxide demands.” 

At present, Liquid has Carbon Dioxide plants in 
Houston and Dallas, in addition to 24 other plants 


strategically located throughout the country. 


Electronic "Eye" Inspection Machine 
Announced by RCA 


An 


bottlers and brewers savings in operating costs and 


electronic inspection machine which offers 
greater assurance of product quality has been an- 
nounced by the Engineering Products Division of 
the Radio Corporation of America. 

The heart of the bank of 10 
electronic-eye RCA phototubes which tirelessly scan 


new device is a 


the contents of bottles as they are conveyed from 








For over 30 years...FAMOUS FOR 


GINGER ALE 


MONTE CRISTO ---- THESCO 


— two favorites with bottlers who want the best! 
A Full Line Of Distinctive Quality Flavors 


THEALL & PILE, INC. 297 Pearl Street 


New York City 38, N.Y. 
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Build your future with the KIST FRANCHISE 
for details write 


CITRUS PRODUCTS CO., 11 E. Hubbard St., Chicago 11 








Designed for MORE 


EFFICIENT OPERATION! 


Stainle storage 
and mixing tanks 
Syrup filters @ Pumps 
@ Sanitary fitt 
@ Stainless stee 


ware paris, rr 


Water polishers 
Filter paper 


Filter cloth 


WRITE FOR 
LITERATURE 
Gravity wheel etc TODAY 
@ Tubing 


@ Fillers 


FILPACO INDUSTRIES 
THE FILTER PAPER COMPANY 


2414 S. MICHIGAN AVE. CHICAGO 16, ILL. U.S.A. 


conveyors 








TO REPLACE HUMAN INSPECTORS 


This new electronic “eye” unit developed by RCA inspects 
bottle contents and rejects those failing to meet purity 
standards. A built-in automatic “lie detector” checks all 
functional features of the device after each bottle is in- 
spected to guard against any failure in the inspection 
process. In the event of any failure, all bottles are re- 
jected until the fault is corrected. This new machine is a 
development of similar units originally developed by RCA 
in cooperation with the Coca-Cola Company, 7-Up, Pepsi- 
Cola, and other beverage companies. 


the filling line to the labeler. Even minute, trans- 
parent bits of foreign matter such as particles of 
glass or cellophane will cause the phototubes to 
trigger a memory circuit controlling a reject arm. 


ECONOMY TESTED 


Hi-tensile, rust resis- 
tant steels and 500 to 
1000 Ibs. less weight 
offer savings on oper- 
ation, repairs and 
maintenance. 


FREE CATALOG 
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Torresdale Ave. & Penn 
Philadelphia 36, Pa. 


ack St. 


| SPECIALTY ENGINEERING CO. 


GALLON 


ZEPHYR BODIES | 














Necks of bottles are masked off from the light so 


that foam caused by the whirling of bottles will not 
be mistaken for impurities by the electronic “eyes.” 

The new machine can be adjusted to inspect from 
60 to 150 bottles per minute and for bottling lines 
carrying greater volume, two or more machines may 
be used. The unit has been extensively field tested 
by RCA in cooperating plants. 


Foamex-27 Growing In Popularity 


Ross Laboratories, Cleveland 28, Ohio reports 
that on the basis of two years of application of 
its Foamex-27, this new foam retarder is living 
up to all expectations. 

An increasing number of bottling plants in the 
United States using 
Foamex-27 to eliminate the costly and troublesome 


and abroad are reportedly 
foaming problem which becomes aggravated dur- 


ing the warm weather months. 


New Pump Uses Vertical Dicphragms 


Capable of developing high pressure at a very 
high percentage of pumping efficiency, a new pump 
being marketed the Perry Co., Waco, 
(Model 80-50), incorporates vertical diaphragms. 
The unit does not require packing glands or seals, 
and is said to be absolutely leak proof. All liquids 
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test it and you will discover why MarBert 


by Texas 





OF BOTTLING SYRUP 


Bottle it—taste it 


Send dollar to: MarBert Products, Inc., 


19 E. Lombard St., Baltimore 2, Md. 


is a great Cola. 


(Offer is good in U. S. and Canada only.) Syrup is available for testing 


only, MarBert is regularly sold as concentrate 


You Can’t Buy a Better Concentrate Than 


MarBert Cota 


GINGER ALE 
for eucry Masts 
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P= ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 
i , . 
1 SEND ME [] !/2 gal. Montreal Pale Dry 2 oz. @ $5.50 : 
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LEAK-PROOF PUMP 
Maximum pumping efficiency is claimed for this Perry 
pump which incorporates vertical diaphrams. 


pumped are isolated from the pump frame, lending 
to fast, frequent cleaning. The pump is also self 
priming and will operate dry without damage if 
the liquid is cut off. A descriptive folder is avail- 
able from the company. 


Kol-Flo Announces New Semi-Automatic 
Scrubber and Sterilizer 


Kol-Flo Kooler Company, Bayonne, N. J. has 
developed a semi-automatic scrubber and sterilizer 
which is to be incorporated at no extra cost on all 
future water coolers. 

This scrubber is simple to operate and requires 
but a few minutes of the plant operator’s time. 
Called the Hydro Scrubber and Sterilizer, the unit 
is guaranteed to throughly clean and sterilize all 
parts of the cooling system that come into contact 
with the water. 

According to company reports, one of the new 
Kol-Flo Water Coolers containing the semi-auto- 
matic Hydro Scrubber and Sterilizer is now being 
installed at the Pepsi-Cola Bottling Company of 
465 East Main Street, Amsterdam, N. Y., owned and 
operated by Gerald T. Fitzgerald. 


“This washer has fulfilled our 


expectations in every way!” 


says C. W. BOORMAN 
Boorman’s Beverages Ltd. 
Peterborough, Ontario 


BOTTLE WASHER 


For newest literature on this 
modern washer write to 





Cc. W. BOORMAN Waukesha, Wisconsin, U.S.A. 


THE LADEWIG 


ARCHIE LADEWIG CO. 


Construction to Begin on Squirt 
Company Home Offices 


Architects’ final plans have just been completed 
for The Squirt Company’s new Home Office Build- 
ing to be located in Southern California. 

According to President Herb Bishop, “We expect 
to break ground within the next few weeks and to 
have our offices completely moved by next September 
when our new headquarters building will be com- 
pleted.” 





NEW SQUIRT COMPANY OFFICES 

An artist's rendering of the 8,000 square foot building to 
be located on a 40,000 square foot site at 4610 Van Nuys 
Boulevard in Van Nuys, near Los Angeles, California. 





Hyster Lubrication Chart Available 


As a service to lift truck users, Hyster Company 
has made available a lubrication chart suitable for 
hanging on walls. The chart is patterned after 
similar Hyster charts available for Hyster Straddle 
Trucks, Karry Kranes, Turret Trucks and Lift 


Trucks and gives complete, easy-to-understand lu- 
brication data for the new Hyster RC-150, 15,000- 
pound capacity Lift Truck. 

The chart is available from Hyster dealers or 
from the Hyster Company, 2902 N. E. Clackamas 
St., Portland 8, Oregon. 











it’s growing in 
* popularity 
* promotion 
* profits 


Write or Call for Franchise Information. 
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New Materials-Handling Technique 
Offers Many Advantages 


\- A new and unique method of industrial palletizing | 
which may revolutionize present ways of handling | 
and shipping bagged and packaged commodities has_ | 
been developed by American Cyanamid Company. 
Extensive tests have demonstrated that the new 
method offers a number of important time and 
money-saving advantages. 

Basic component of the new system is the Accopak 
Pallet. This consists of a paper sling fitted with | 
paper tubes. New type bayonet forks, readily at- 
tachable to any present type of fork-lift truck, slip 
into the tubes, enabling the load to be lifted, carried 
and stacked in single, double or triple-deck tiers 
without removal of the pallet during storage or 
shipment. 

One of the important advantages offered by the 
new Accopak Pallet is in connection with loading 
and unloading freight cars or motor trucks. The 
Accopak Pallet sling is no thicker than heavy wrap- 
ping paper and the entire pallet weighs less than 
three pounds; an entire load can be shipped double- 
decked and completely palletized without the use of 
wooden pallets, and can be unloaded and warehoused 








































If your 
problem is 




















as a completely palletized shipment. 


It can boost vending sales 
as much as 20%! 


It’s a proven fact! Ideal 
pare ee 5 mechanical coin changers 
= 7 it will increase your vender vol- 
ume—and at a surprisingly low 

initial cost. The new Ideal 
coin changer is fully per- 
fected, fully field-tested in 
high traffic locations to 
assure you years of trouble- 
free service. No drilling, no 
special tools needed. Fits any 
Ideal selective vender ever ! 
made! Get the complete 
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9 Ey, 

story now from your Ideal DISPENSE C0. S a 
representative or write to NF // BLOOMINGTON, ILLINOIS = % = 

T Factories in Bloomington, Illinois and Columbus, Ohio “cing * 

PALLET SYSTEM OFFERS MONEY-SAVING | 

ADVANTAGES j 

This radically new innovation in materials-handling offers 

a pallet that can support a load of nearly a ton of pack- 

aged bags. Weighing less than 3 pounds, and available bx 

at a fraction of the cost of wooden pallets, the Accopak 

Pallet can be retained in multiple-deck stacking, both in 3 2 





storage and in shipping. 
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NATIONAL’S 


HECHAN ICAL Coin Changer 


TAKES PENNIES, 
NICKELS, DIMES AND QUARTERS } 4 


National’s New MECHANICAL 
changer is the ultimate in design and 3 Y 
flexibility. Converts easily from one r oe. 
price to another to give even or odd Onan 
cent sales and no additional parts are i 
needed to make any conversion. 


It’s another first for National in 
coin handling perfection. 


Comparison will prove there i4 no comparison. ATLANTA, GEORGIA, 685 Peachtree Street, M. E.—Phone: Elgin 4318 


CHICAGO 39, ILLINOIS, 4907 W. Fullerton Ave.—Phone: NAfional 2-3614 


NATIONAL (e. REJECTORS x DALLAS, TEXAS, 3202 Knox Street—Phone: JUstin 2291 


LOS ANGELES 6, CALIF., 2309 West Pico Blvd.—Phone: DUnkirk 2-5772 


5100 San Francisco Ave. « St.Louis 15, Mo. TORONTO, ONT., CAN., 1551 Eglinton Ave., West—Phone: Russell 1-5620 
Phone COlfax 1-1900 WOODSIDE, LONG ISLAND, N. Y., 39-30 61st St—Phone: ILlinois 8-6302 
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| NAMA Trade Show Plans in Final Stage 


Plans are quickly taking shape for the 1954 Na- 
tional Automatic Merchandising Association con- 


| vention and exhibit to be held in Washington, D. C., 


October 10-13. 

Themed “Blueprint for Progress,” the show will 
feature the biggest display of new vending supplies 
and equipment ever concentrated under one roof, 
according to D. Davidson of Davidson Brothers, Los 
Angeles, chairman of the exhibit sales committee. 

A total of 95 vending machine manufacturers and 


| suppliers have so far reserved space at the exhibit 


which will be held in Washington’s National Guard 
Armory. 

Highlighting the convention program will be 
“McNulty’s Nightmare,” a dramatic fantasy pre- 
senting in quick-revue style some of the problems 
of vending operators. The production will be pre- 
sented through the courtesy of the Coca-Cola Com- 
pany and produced by the Jam Handy Company. 

Other program highlights, announced by general 
program chairman Frank J. Bradley, Automatic 
Equipment Corporation, Buffalo, and business pro- 
gram chairman Meyer Gelfand, G. B. Macke Cor- 
poration, Washington D. C., will include: 

1, Premiere of the new NAMA public relations 

motion picture now being produced by Sarra, 
Inc. 

2. New type of discussion presentation on “Blue- 
printing Key Management Problems” and 
“Blueprint for Full-Line Vending” to be mod- 
erated by John W. Mock, management con- 
sultant. 

3. An address on salesmanship especially tailored 
to the selling problems of vending operators 
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by Ralph D. Myrick, sales training consultant 
to Reynolds Metals Company. 

4. An inspirational address by Dr. Kenneth 
McFarland, educational director of the Gen- 
eral Motors Corporation. 





LOW-COST PICNIC TOTER SHOWN 





A colorful, new picnic cooler has been introduced to Dr. 
Pepper Company's nearly 400 franchised bottlers. The 
“Dr. Pepper Toter” is being used here by pretty Peggy 
Pritchett of Dallas. Some dealers have used the cooler as 
a self-liquidating premium. They pack 18 bottles of Dr. 
Pepper in the Toter, selling the package at a small profit 
on the cooler and full profit on the Dr. Pepper. All metal 
and in bright plaid design, the cooler has a special com- 
partment for sandwiches and dry foods. Its capacity is 
more than four gallons. 





PEPSI-COLA METROP 
of Philadelphia, Pa. 


USE 4 MEYER DUMORE BOTTLING UNITS 


OLITAN BOTTLING co. 



















At the Memphis Street and the 
Pepsi-Cola Metropolitan Bottlig 
saves time and money yeif 

DUMORE Bottling Units” 


Each unit consis 
Cleaner—for gaia 
DUMORE@S¥ 

FLAVOR BC 


And—there- 
Cro-Mix Fillin 
erage Bottling 1 
Pepsi-Cola. 


For full details write 











| 56-10 MEYER DUMORE Syn-Cro-Mix Filler at 
| €o., of Philadelphia, Pa. ’ 
« ; i 





Lois 2830 | 
— 


Pog Ye 





528-A N EYER Dt Bottle Cleaner 
at the Pepsi-Cola Metropolitan Bottling 
Co. of Philadelphia, Po. 










“MEYER DUMORE Automatic Case Un- 
i, | Seader at the Pepsi-Cola Metropolitan 
i’ Bottling Co., of Philadelphia, Pa. 











GEO. J. MEYER MANUFACTURING CO. 
CUDAHY, WISCONSIN 











Important $AVING$ For You! 


ALL-STEEL 
PALLET-LOADING 
Bottlers’ Body... 














Designed to deliver important econ- 
omies in your delivery operations! .. . 
All-steel construction . . . electrically 
welded .. . extremely light-weight . . . 





designed to fit your needs! MURPHY Bodies available for three pallets and hand loading combina- 
° tion as shown above . . . or for complete pallet loading if you require 
Builders of Specialized it. . . Specifications and prices upon request. 
Truck Bodies Since 1935 
e PROMPT DELIVERY ON ALL ORDERS! 


HERRING AVE. Phone 7-1146 
VEURPHY BODY WORKS, ING. WILSON, NO. CAROLINA 



















The quality liquid sugar 
for quality products... always uni- 
form...made by a manufacturer 
with over 40 years of KNOW-HOW 





and exacting standards. TANK CARS 
TANK WAGONS 
CONSIDER THESE ADVANTAGES: Order direct of 
e Controls batches through your 


Sugar Broker 
Decreases labor costs 


a 
e Increases production 
” 


Eliminates bag dust, 
lint, and sugar 
spillage 
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1400-WD 
ELECTRIC 
MODEL 














BIG LINE OF ICE AND 
ELECTRIC—-WET OR DRY MODELS | 


RE pee 3 
StF am OLOUIGHS Hine 


- THE NULOMOLINE DIVISION 


AMERICAN MOLASSES COMPANY 


ep nn) oA eae. ner ikem 120 WALL STREET, NEW YORK 5, N. Y. 
| i Plants at 


STANDARD OF QUALITY FOR OVER 26 YEARS! | UI, «Las Angles, Cal.» Montreal, Canada 
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Central Tool Markets Can Drink Vender 


Central Tool Company, Inc., Hartford, Conn., has 
introduced a can vending model of its Choice-Vend 
bottle machine offering four selections and listing 
at $495 plus changemaker. 

The unit handles with a screwdriver adjustment, 
cap or flat top cans, ir either the 6 or 12-ounce size. 
Maximum capacity is 156 6-ounce cans in vending 
and 300 in pre-cool position. Operation is fully auto- 
matic, push-button type. Cans are stacked horizon- 
tally in eight tiers (two per flavor). The pre-cool 
space is furnshed in the base and also up the left side 
of the cabinet via five shelves. The cabinet is 3514 
inches wide, 25 inches deep and 73 inches high. 
Approximate weight: 450 pounds. 

Max Miller, president, stated that the bottle ver- 
sion of the vender has been in production for 18 
months. In view of the increased consumption of 
canned soft drinks, it was decided by the company 
to produce a vending machine that would permit 
better merchandising of the canned product. 

The new vender will be sold through factory rep- 
resentatives, according to Mr. Miller. 


Vending Equipment Slated for 
National Retail Industry Show 


Newest automatic vending machines and equip- 
ment for retail stores, their offices and warehouses 
will be exhibited in a special division of the first 
National Retail Industry Show to be held January 

7-11, 1955, at Madison Square Garden in New York 
Sines 

“The great potential of automatic vending equip- 
ment in the nation’s retail industry—shopping cen- 
ters, department stores, chain stores and indepen- 
dent stores—requires us to assign a special section 
of the show to this type of equipment,” explained 
John W. H. Evans, director of the exhibit, in an- 
nouncing the show, 


Lennox Mfg. Co. Unveils 
New Cup Vender 


The Lennox Manufacturing Company, Chicago, 
Illinois, took the wraps off a new 2,000-cup four- 
flavor soft drink vender with the first 200 machine 
production run completed early this month. 

Robert Thorne, president, announced that the unit 
had been under development over the past three 
years by Don Reynolds, research and development 
engineer at Lennox. 

Called the Lennox V-2000, the vender will be 
produced and sold by Lennox. John Faucette, re- 
cently named sales manager of Lennox’ vending 
machine division, will handle direct factory sales. 

Mr. Thorne’s announcement marked the first pro- 
duction and sale of a vender under the firm name. 
Previously, the firm had produced venders as a 
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complete unit and also parts and sub-assemblies as 


's a contract manufacturer. The latter activity is being 
d | continued. ° ° eg! 
g With the exception of the coin mechanism by Na- Get it while it 3 HOT oes 


tional Rejectors, Lennox is producing the entire 


. . . a 
t, machine in its own plant. The 16-stack cup mech- PROFIT with PROGRESS 
2 anism (125 cups per stack), an oblong chain-driven 

















g unit, was designed by Reynolds and is produced by 
)- Lennox. The complete cabinet is also fabricated in Cash in on summer with the extra sales these bev- 
1- the plant. erage coolers can bring you. For profit-building f 
oI The unit will be available with a non-carbonated self-liquidating sales promotion, supply your cus- ik : 
e drink selection, and also as a one, two or three-flavor ‘ 

. tomers with Progress Model A-! . . . the popular | 
h, model on order Mr. Thorne stated. . \ 
' portable cooler that carries your own trademark 

along on picnics, fishing and hunting trips, sports 





Dr. Pepper Announces Four-Year Bottle 


Vender Finance Plan outings, vacations, with the farmer in the field and 


















8 ; with construction workers on the job. ee 
f A no-down payment, four-years-to-pay finance ' 2 - 
y program for bottle vending machines has been an- v 
t nounced by the Dr. Pepper Company, Dallas, Texas. WRITE FOR FREE CIRCULAR. yy F 
The new plan allows Dr. Pepper bottlers to in- MODEL NO. A-1 
- crease substantially the number of vender locations | CAPACITY: 32 6-oz. bottles; 
at a minimum capital outlay and lower monthly pay- 24 12-02. bottles and 
ments, according to W. W. Clements, vice president - ice. Removable food tray. 
and general sales manager. Replacing the former | THERE’S PROFIT IN 
three-year contract plan, the new arrangement also | . 
permits planning of a simultaneous four-year pay- | Ay ne 
4 ment and depreciation schedule. | 
S C. I. T. Corporation, Houston, with whom Dr. | REFRIGERATOR CO., LOUISVILLE 1, KY. 
t Pepper developed the plan, will handle all monthly 





y payment collections directly. The Dr. Pepper Fi- 


| 
‘ nance Company, a_ subsidiary which formerly | ames bl CUM SEN poh BLACK CHERRY 


handled all vendor financing will continue to pass_ | 4 oz. real cherry from the berry 








LINE 


seas BLACK RASPBERRY 


4 oz. none better anywhere 


PALE DRY 


ginger blended at its best 


SPE a ee OO i SALIENT FLAVORING CORP. 
+ Ser. 45 SUFFOLK STREET, NEW YORK 2, N. Y. 
State Vender License | L. C. THOMSEN & SONS, INC., KENOSHA, WIS. Sur 20 Vek 66 remen 


Sanitary Equipment for the Processing Industries 


SANITARY 
AND BRINE 





: upon all new vendor finance orders. VALVES 
. “The entire plan was devised in answer to many 
requests for a longer payment period on vendors,” 
1 Mr. Clements said. “It is in keeping with Dr. Pep- 
1 per’s policy of furnishing our bottlers with a com- 
plete line of trouble free vendors and a liberal ven- 





dor finance program.” 























An attempt to require licensing of vending ma- 
chines will be renewed in Indiana when the General 
Assembly convenes in January, 1955, according to 
recent word from that state. 

The move was recommended by the Indiana Com- 
mission on State Tax and Finance Policy in a report 





sent early this month to members of the State 
Legislature as follows: 
“Merchandising vending machines be licensed by 





the county at an annual fee of $1 and that an ad- 


hesive stamp indicating the name and address of 90 YEARS OF EXPERIENCE & CONTINUING S ERVICE 


the owner be affixed to each machine. Further, that 


county treasurers be required to furnish the State ae BER GHAUSE CHEMIE A], > 
Jepartment of Revenue with a list of owners of A 
Department o evenue wl i list of owners o . i ) | ) | CO. 
















vending machines registered in their counties.” 
4538 W. MITCHELL AVENUE . CINCINNATI 32, OHIO 





A somewhat similar proposal was ignored by 
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Hoosier legislators in the 1953 session of the Assem- 
bly. Courtney Johnson, Studebaker automobile ex- 
ecutive, is chairman of the commission, an agency 
created by the Legislature in 1951. 

As in its 1952 report, the Commission pointed out 
that under the State’s chain store fee law, it would 
be conceivable for the State to demand as much as 
$150 per vender. 


Greater Storage Capacity in 
New Bevco Dry Cooler 

A dry cooler with greater storage capacity than 
any other cooler on the market is now being sup- 
plied by Bevco Company, St. Louis, Mo. for the 
soft drink industry. 

The modern cooler, known as Model C-15, fea- 
tures a 19-inch deep interior compartment that cords 
the greatest capacity into the smallest floor space 
(28” x 48”). This feature makes the cooler easy to 
locate. It will hold any glass, paper or metal con- 
tainers up to gallon sizes. There are no coils inside 
the cooling compartment, leaving the entire interior 
free and unobstructed for storage and fast, complete 
service. A grill divider is an available accessory. 

The Model C-15 is covered by a 5-year warranty. 
The cooler is powered by a 14 h.p. sealed refrigera- 
tion unit. Standard replacement parts, obtainable 
anywhere, are used throughout, making it easy to 
service in the field. 


Union Acid Proof 
Caramel Color 









GUARANTEED 
Brilliancy 

Uniformity 
Stability 





For full information write our Service Department 


UNION SALES CORPORATION 


Distributor for 


UNION STARCH & REFINING COMPANY 


COLUMBUS, IND. 








NEW MODEL C-15 BEVCO DRY COOLER 

Baked enamel exterior, stainless steel sliding lids and 
Fiberglas and Temlock insulation are included in the 
other features that mark the new Bevco Dry Cooler. An 
adjustable temperature control is part of the equip- 
ment. 





Juice Bar To Operate 
As Separate Concern 

The merger of Spacarb, Inc., and the Juice Bar 
Sales Organization, which went into effect early in 
1953 ended on June 30. 

On that date, the resignations of Jack Cross and 
Howard Richardson as vice presidents of Spacarb- 
Juice Bar went into effect. Mr. Cross and Mr. 
Richardson will continue to operate the Juice Bar 


Clear Filtered Water Provided by 
BOWDEN DOUBLE CYLINDER FILTERS 
Assures a Better Bottled Product 


















The Bowden Single Valve 
Double Cylinder Filter for 
bottling plants is a rapid 
flow type. One cylinder with 
quartz, removes suspended 
matter and turbidity; the 
other with minchar, removes 
chlorine, taste, odor and dis- 
coloration. Under certain 
conditions a single unit filter 
is sufficient. 








organization as a separate entity, having no con- 
nection with Spacarb. Both men will remain on the 
Spacarb board of directors. 

Mr. Cross and Mr. Richardson have also an- 
nounced that they plan a vigorous sales campaign 
for the juice bar convertible, a unit which vends 
both fruit drinks in flat-top cans and carbonated 
beverages in cap-type cans, and the new Juice Bar 
12-ounce canned carbonated beverage unit with a 
168-can capacity. A pilot run of ten of the latter 
units has been made for Can-A-Pop, Sheridan, Wyo. 

Juice Bar is also working with Cantrell & Coch- 
rane, Englewood, N. J., which has an ambitious 
vending program headed by George Herald. 

Under the new set-up Juice Bar’s expansion plans 
will most likely be guided by the general consumer 
acceptance of canned carbonated beverages by the 
public thru normal retail channels. However, with 
the vigorous bid being made by C&C, and the 
recent entry of Canada Dry and Hoffman Beverage 
into the field, the expansion prospects would appear 
bright. : 


Jennings Company Starts New Line 


Announcement is made that Jennings & Company, 
successors to O. D. Jennings & Company, manufac- 
turers of coin-operated devices, has started produc- 
tion on a new line of coin equipment, both in games 


and vending machines. 





. Now—you can offer the new sensational 


FIBERGLAS~ Portable Cooler! 





*Trade Mark, Owens-Corning Glass So. 


@ Available with appropriate trade mark in color for Dr. 
Pepper, Grapette, Squirt, Pepsi-Cola, Coca-Cola .. . 

© Capacity: 24 7-oz. or 8-oz. bottles (Upright) 

SPECIAL INTRODUCTORY OFFER: For a limited 1 $ 50 

time only, these coolers are priced at. . “ 

Net, F.0.B. Wichita, Kansas. . ad ? 


WRITE - PHONE ~- OR WIRE IMMEDIATELY ! 


FRANCHISE BOTTLERS, Inc. 


110 S. Central Ave. St. Louis 5, Missouri 
PArkview 8998 
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Ideal Dispenser Co. Has Biggest Month 


T. G. Thompson, general sales manager, has an- 
nounced that the Ideal Dispenser Company, Bloom- 
ington, Ill., recently enjoyed the best bi 
in its 17 year history. 

“The continuous growth of our business, in spite 
of highly competitive conditions, reflects the strong 
trend towards selectivity and the growing realiza- 
tion on the part of the bottlers that in order to get 
their fair share of the cold bottle business, they 
must get into vending,” Mr. Thompson stated. 

Case histories of thousands of Ideal vender instal- 
lations from the ocmpany’s files indicate that it is 
not uncommon for a location owner to experience 
a 25% to 50% 
switching 


usiness month 


increase in soft drink sales when 
from vending a single flavor to vending 


a selection of from 5 to 8 flavors. 


Mills Industries Offers New 


7 Coffee Vender 


A new coffee vender produced by Mills Industries 
of Chicago allows every customer to flavor coffee 
Each coffee drinker selects 
the exact amount of cream and sugar desired from 


to his own personal taste. 
instead of just choosing “‘with” or 


“without” as on older machines. 
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ABSO-SOFF 
Shy MEE [ SI 


WE PROUDLY ANNOUNCE 
OUR NEW IMPROVED MODELS 


A Complete Line with a Size and 
Type for Every Kind of Installation 


30,000 to 3,000,000 grain capacities with 
a flow rate up to 400 gallons per minute 


Write for Our 
NEW st 
CATALOG y la> 
Just off the Press a: 


+ tay . 





HISCO BOILER & ENGINEERING CO. 


ST LOUIS 4, MO 


2414 DeKALB STREET 


SOF PTENERY arg 


| 
| 





The vender uses all dry, 
requires no refrigeration and is far faster and 
easier to service. It has a full 5¢0-cup and drink ¢ca- 
pacity, but because of its minimum service require- 
ments and low cost, it can be installed where only 
a relatively small number of people are employed. 


Governor Dewey Urges Milk 
Vender Installation 

Governor Thomas E. Dewey has called for the 
installation of thousands of milk vending machines 
in factories, offices and schools throughout the State 
of New York in an effort to help increase milk con- 
sumption. 

The governor also believes in practicing what he 
preaches—a milk vender 
State Capitol. 


YMCA Venders Found Profitable 

A bank of six venders recently installed in the 
Hyde Park, Chicago YMCA automatically increased 
snack service from 8 to 24 hours a day and replaced 
a “break-even” soda fountain and sandwich bar, 
officials at the “Y” 

The vender battery operated by Airport Vending 
Service includes coffee, cup soft drinks, 
milk, pastry, 


is now on location in the 


announced. 


sandwich, 


candy and cookies. 


powdered ingredients, 
















ORANGE.. THE 3rd BIGGEST SELLER 


y 
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TO COMPLETE HIS LINE, THE 
BOTTLER NEEDS AN 
ORANGE FRANCHISE 


HE NEEDS A SUN SPOT FRANCHISE, because SUN 
SPOT'S and deliciousness 
quickly captures, holds and builds the major part 
of the orange market for the bottler. With SUN 
SPOT’S superlative quality backed by its powerful 
and proven promotional program he can quickly 
become the dominant orange bottler in his area. 


unequalled quality 





Send for samples 
and write for reasons WHY!—to: 


SUN SPOT COMPANY OF AMERICA 


1500 RIDGELY ST. * BALTIMORE 30, MD. 

















Atlas 
VARIETEE cow venvor Junior 


Best buy of the year in the small vendor field. 
Completely removable, hermetically sealed 
1/6 H.P. Cold Wall Refrigeration System with 
Chieftain keeps 
drinks cold and gives plenty of reserve ca- 


(Tecumseh) compressor, 
pacity for those hot spots. Vends five flavors; 
handles all size bottles, 6-0z. through 12-oz. 
Vends 60 6-0z. or 51 12-0z.; precools 80 6-0z. ; 
or 61 12-0z. Wide selection of National Re- 
and manually operated 
Needs only 


electrically 
coin mechanisms and changers. 


jectors’ 
5’, sq. ft. of floor space. 


Also 


ATLAS VARIETEE COIN VENDOR SENIOR and 
ATLAS DRY ELECTRIC COOLERS, Jr. and Sr. 


For Complete Information and Prices Write 


ATLAS METAL WORKS 


VENDOR DIVISION, P. O. Box 5208 
DALLAS, TEXAS 


West Coast Distributor: 
JOHN MULHERN CO. 


San Francisco a Los Angeles * Seattle 
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For the Crowning Performance, be sure 


your beverage crowns have the extra 






protection of Mundet cork liners... 






processed from the world’s best cork, 










Mundet Cork Corporation, Crown Division, 
7101 Tonnelle Avenue, North Bergen, N. J. 








Mundet Crowns 





serves the World 





COMPLETE CROWN SERVICE 


















MUNDET DISTRICT OFFICES 


*ATLANTA DALLAS 1 KANSAS CITY 7, MO. 
339-41 Elizabeth Street, N.E. 601 Second Avenve 1428 St. Lovis Avenue 


PHILADELPHIA 39 
856 N. 48th Street 


*BOSTON DETROIT 21 *LOS ANGELES (Maywood) ST. LOUIS 9 
57 Regent St. (No. Cambridge 40) 1440: Prairie Street 6116 Walker Avenue ss 3176 yee ag ‘ 
CHICAGO *HOUSTON 11 “MILWAUKEE 9 SAN FRANC 


440 Brannan Street 





“CROWNS CARRIED IN STOCK 
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35 E. Wacker Drive 6601 Supply Row 4834 N. 35th Street " 
in Canada: 
CINCINNATI 2 JACKSONVILLE 6, FLA. *NEW ORLEANS 16 Mundet Cork & Insulation Ltd. 
—— 427 West 4th Street 800 E. Bay St. 315-325 N. Front Street 35 Booth Avenue, Toronto cussamn 







| NAMES . « « IN THE NEWS 





| NAME RESEARCH DIREC- 
| TOR AT REFINED SYRUPS 


Mary F. Hughes has been 
| named Director of Research 
for Refined Syrups & 
Sugars, Inc., of Yonkers, 
N. Y., it was announced by 
F. A. Davidson, president 
of the sugar refinery. For- 
merly Director of Research 
Laboratory, Miss Hughes 
joined Refined Syrups as 
Research Chemist when the 
| company originated and 

began the manufacture of 
| liquid sugar in 1925. 





MARY F. HUGHES 


OAKITE ASSIGNS NEW 
TECHNICAL SERVICE 
REPRESENTATIVE 


T. V. Hause is now repre- 
senting Odkite Products, 
Inc., in Hartford, Conn. Mr. 
| Hause recently completed 
an intensive eight - week 
training course at the com- 
panys New York head- 
quarters and in the field 
before taking up his new 
assignment. 


| CORN PRODUCTS AP- 
POINTS W. C. WILLARD 


W. H. Gamble, president of 
Corn Products Sales Co., 
has made known the ap- 
pointment of W. C. Willard 
as manager of the com- 
pany’s Houston, Texas, 
branch office. Mr. Willard 
replaces Paul C. Murphy, 
manager of the Houston of- 
fice since 1926, who is re- 
tiring. 








W. C. WILLARD 


DR. PEPPER NAMES 
PROMOTION MANAGER 


| The appointment of Harold 
| G. Abernathy as national 
| sales promotion manager of 
the Dr. Pepper Company, 
Dallas, has been an- 
nounced by W. W. Clem- 
ents, vice president and 
general sales manager of 
the soft drink firm. Mr. Ab- 
ernathy succeeds Robert L. 
Stone, who was recently | : 
promoted to national sales HAROLD G. ABERNATHY 
manager of the fountain di- 

vision. 
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What makes 


P-A 


so special ? 








You have a right to ask why are Penrith- 
Akers flavors so special? . . . why you 
owe it to your business to specify P-A 
flavors for your profits . . . 


Ist... A COMPLETE LINE. . 


Not every territory is alike . . . not 
every flavor is popular in every mar- 
ket... the P-A line is a complete line 
...and you get what youneed! 


Znd.. PROVED BY EXPERIENCE.. 


No flash-in-the-pan, sudden flavor 
discoveries instead, tested, 
proven, Quality flavors that have 
passed the best test . . . the test of 
time ... P-A flavors have been manu- 
factured since 1912. 


3rd.. STRONG SALES ASSISTANCE 


P-A is unique in making available to 
its customers the helpful advice and 
services of a veteran staff of sales 
representatives to help you with your 
sales problems. 


In subsequent advertisements we'll 


New Appointments Announced by 
Mission Dry Corporation 

Harry P. Stout has been appointed Pacific divi- 
sional sales manager with headquarters in Los An- 
geles, according to an announcement from Lee 
Mitchell, general sales manager of the Mission Dry 
Corp., Los Angeles 11, Calif. 

Also announced has been 
Howard C. Shoemaker who has been promoted to 
sales promotion manager of the company. 

Mr. Mitchell stated that these appointments have 
been necessary due to an increase in business and 


the appointment of 


a recent expansion program. 


Dr. Pepper Names Four New 
Zone Managers 

Four zones in the Dr. Pepper Company’s national 
sales organization have new managers, it was an- 
nounced by W. W. Clements, vice president and 
general sales manager of the soft drink firm with 
national headquarters in Dallas, Texas. 

Three of the company’s merchandising specialists, 
William H. Philp Jr., Bill Dunagan and Stanley L. 
Curtis, were promoted to zone managerships. The 
fourth man, Arthur Snmmers, had been vendor sales 
representative for the past year. 

TRADE MARK REG. 


Wi SECTION STATIC INARY 


The World’s 
Best 
Opener 










I > REMOVED 
14 SHOWING BOTTLE 
\i OPENERS 


Eliminate loss of 
bottles and contents. 
Prevent danger to 

) the public. 

Have long life. 






NOTE 
CORRECT 
PRINCIPLE 














Brown Manufacturing Co., Inc. 
NEWPORT NEWS, VA. 


| 
in! 


HOW IT WORKS 





tell you more about these "Special 

features" ... In the meantime, if 
you would like to try a "Special" 
P-A flavor, just send us a card... 









p-A 
BRAND 


fencil Mocs 


MANUFACTURING COMPANY 
1311 SO FIFTH STREET e MINNEAPOLIS 4, MINNESOTA 


T 
KUT] 
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e Highest 
Quality 

e Year ‘round 
Volume 










eo Advertising 


eo Eliminate 
Slow Items 


o Simplify 
BUBBLE UP CORPORATION [ammedeaaiuhd 
1015 S$. Washington $t., Peoria, Ill 














CELLU-SAN 
ADDS YEARS 


to Case Life... 


CUT down case purchases. REDUCE 
repair bills. KEEP cases stronger, cleaner, 
more sanitary! 


All these money-saving benefits are enjoyed by 
the smart bottler who orders his cases made of 
Fortified Wood. A quick dip in CELLU-SAN 
wood preservative makes ordinary wood 
Fortified Wood — fortified against warping, 
swelling, checking, mold, mildew, and rot — 
all for a few pennies per case. 


CELLU-SAN is clear, odorless, non-toxic. 
It penetrates the wood and will not leach out 
with repeated washings. It prevents excessive 
moisture from entering or leaving the wood, 
keeps the case clean, resilient and strong. Nails 
do not work loose so easily and cases resist 
breakage from rough handling. 


This important development in bottle case 
maintenance can save YOU money. We will 
send you full information and estimate of cost 
if you will just fill in and mail the coupon today. 








Cellu-san Division 
Darworth Incorporated 


Simsbury, Connecticut 


Please send me your new 12 page booklet about 
CELLU-SAN. 






























builds better 
beverage 


bodies 


HESSE QD 






Deck or 
pallet types. 















Free estimates: 


BA 4212 





CARRIAGE COMPANY 
1720 Cherry St., Kansas City, Mo 


SPECIAL 





ANNOUNCEMENTS 





Get in the Spirit! 


BOTTLE "76" 
LEMON-LIME FAVORITE 
FOR COMPLETE DETAILS 


CLASSIFIED 
ADVERTISING 








SCHOOL 


WILL SELL YOUR BEVERAGES! 


SHARP & co. Inc., 320) OAK GROVE DALLAS 4, TEXAS . 














@ Orders 


First in FLAVOR! 
A-1 COLA BASE CONCENTRATE 
“The Cola of Superior Flavor” 


write for free samples to 


CLOISTER LABORATORIES, INC. 
612 No. Orleans Street Chicago 10, Ill. 


reject any 





FOR SALE 


to the box 


@ For sale, 
Advertisements are available at the 
following rates: 25 words, $1.50 each 
insertion; 6c for each additional word. 
Address of box number is not included 
| in word count. A number, or group of 


RATES AND GENERAL 
INFORMATION 


Exchange and Wanted 


numbers is considered as one word. 


for classified advertising 


must be accompanied by payment. 


® Those advertisements which do not 
comply with the established headings, 
or which advertise new products or 
services are not acceptable. The Edi- 
tors reserve the right to change or 


advertisement submitted 


for these columns. 


e In answering advertisements, please 
take notice that letters must be sent 


number, initials, name or 





— AMERICA’S QUALITY 
WRITE 


* SAVE 50°, 


on your equipment purchases 


Late model fully reconditioned 


USED EQUIPMENT 


that's as good as new! 


WRITE, WIRE OR’ PHONE TODAY 


BUCKNER EQUIPMENT CO. 


Liquid Handling Materials and Equicment 
3024 South Wabash Ave. - Chicago 16, Ill. 
Phone DAnube 6-1344 





CLASSIFIED 
ADVERTISING 


SPECIAL 
ANNOUNCEMENTS 














FOR SALE 


Business Opportunities, Bottling Establishments 


FOR SALE 


CEMCO 50 Spout Beer Filler 





FOR SALE.—Money making bottling plant 70 


be 


price $55,000.00. BOX No. W. J. 920 


a ERMOLD 8-Wide Labeler 


ERMOLD 6-Wide Labeler 
miles from New York City; franchise tor a com- ® 
plete line of famous beverages, up to date 130 OSLUND automatic Duplex Rotary La- 
c.p.h.; automatic machinery 6 trucks $46,500.00; beler, unused since it was rebuilt in 
terms, building optional. BOX No. W. U. 931 ‘ 


1948. Feeds right to left. Now set up 



























12-Spout Red Diamond Filler. 
8-Wide, 2-Comp., Single-End Split to Quarts 


address, given by advertisers. 





. 2 Liquid Auto-Rotary Labelers ... 1 
Oslund Rotary Labeler . . . Syrup Filter . 
Sand Filter . . . Paper Disc Filter. 

We Build Bottie Conveyors to Your Specifications. 
MICELI EQUIPMENT CORP. 
2038 Bergen St. Brooklyn 33, N. Y. 


scription of 


advertisers. 





@ Please Note!—The N. B. G. assumes 
no responsibility for condition or de- 


items listed in this section. 


All information is furnished by the 








WE HAVE SURPLUS FOR SALE 











FOR SALE Contact us for Samples & Prices. 
Machinery, Apparatus, Materials, Bottles, Boxes 
————EEE —EE — | 
FOR SALE.—900 gross used plain 7 oz. ca- | 
pacity, 10 oz. me A oneeid sresn soda water PENN BOTTLE & SUPPLY CO. 
bottles. 7-Up style: excellent co tion, lke new; | 
shane Chestnut * 9130.—ROBERT BASKOMITZ, 5619 Cherry Street Phila. 39, Pa. 


INC., 716 S. 21st St., St. Louis 3, Missouri.—6.2. | 










WRITE, WIRE 
OR PHONE 
TODAY! 


DAD'S 
ROOT BEER CO. 


2800 W. Talman Ave. 
Chicago 18, Ill. 








92 





1926 W. 18th Street 





TCI 
( Fanve A DRINK~ Haye ny, 





Write 


GREEN RIVER CORPORATION 


GREEN RIVER 
is 
ROLLING! 


IT'S A FRANCHISE 
WORTH HAVING. 
LEARN ABOUT IT! 


Chicago, Ill. 











“CHOK -A-FIZZ” 
CHOCOLATE SODA IN BOTTLES 


oO The Only Real Chocolate Carbonated Drink 
@ Finest Quality © Good Profit Maker @ ‘ 
No Special Bottling Equipment Needed @ 
Public Accepted @ Franchises Available 


for complete information write direct to: 
CHOK-A-FIZZ 
PRODUCTS CO. 


4508 S. ASHLAND AVE 
CHICAGO 9, ILLINOIS 


AMM PheeaMeababebbbebbebedgpnédeéeéeeaéad ¢-¢eb¢eb¢eb¢0b0eéed 
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ye ms ee for body label on 12 oz. bottles. — ty 
FOR SALE. r lease; 250,000 case bottling exchan 
plant no franchise. GRAPETTE DISTRIBU- LIQUID Quart Washer, 16-Wide, double 
TORS, 4 M & M Building, Houston, Texas. end. 
: | PERRY EQUIPMENT Corp. bead 7 
FOR SALE.—Prosperous bottling plant; cen ‘ 
tral Texas; automatic equipment; leading cola 1419 N. 6th Street Philadelphia 22, Pa. 
franchise; increased price territory; good equip 7 
ment and building; must sell account death in 
family. BOX No. W. M. 923.—7.-1 
| 
FOR SALE.—Soft drink bottling plant in South WE WANT TO BUY 
Carolina; sales over 100,000 cases annually, 5 | 
trucks, complete plant equipment, netting $12, ie 
000.00 per year; for sale due to other interests ; Surplus Bottles, Boxes, Partitions. 


Soda 
Syphon 


RELIAN( 
399 Ge 





Fil 
Vv 


We can 
one alo 


We car 
need. Ir 


‘ 


1300 Ne 





Aug 

















Chas 


MAIN 


WE BUY and SELL 
BOTTLES and CASES! 


In addition to being headquarters (for more 
than 40 years) for bottling machinery, includ- 
ing washers, fillers, carbonators, coolers, 
syrup room equipment, conveyors, labelers, 
etc. — we have at the present time in our 
own inventory more than 50,000 cases of bot- 
tles, 7, 12, 32-oz., Flint, Amber, and Green, 
various locations, attractive dagen 

We are interested also in buying large quanti- 
ties of your surplus bottles and cases — as 
well as equipment. 

Remember, we are always interested in ‘‘horse- 
trading''. You will be pleased with the intelli- 
gent manner in which we do business. 


S. JACOBOWITL @oz, 





Seruing American Vudustry for over FO Years 
? 4 4 








2722 E. 51st St. 


WE BUY—SELL & EXCHANGE 


BOTTLES ... CASES 


Any type... . large & small Quantities. "An 
exchange can be arranged"—contact 


S. M. AIDMAN, Sales Mgr. 


STATE BOTTLE COMPANY 


Cleveland 4, Ohio 
HEnderson 1-7177 








Soda 
Syphon Tops. Get Our Prices First! 


RELIANCE LEAD SOLDER & BABBITT CO., INC. 


399 Genesee St. 


ALWAYS BUYING 


Water Tanks—Block Tin Tubing — 


Buffalo 4, N. Y. 








1300 No. Front St. 


FILTER PAPER... FOR 


WATER, SYRUP AND 
CITRIC ACID 


We can match any size—any kind—just send 
one along as a sample. 


We carry a large stock of the quality you 
need. Immediate Shipment. 


S. ERVIN DIEHL, JR. 


Philadelphia 22, Pa. 


CLASSIFIED 


ADVERTISING 








FOR SALE 


Business Opportunities, Bottling Establishments 





FOR SALE.—Bottling plant selling between 
50,000 to 60,000 cases per year; well equipped; 
Superklean 4 wide washer, Liquid 12 spout filler’ 
Mojonnier carbonator and cooler, Infilco water 
treating, 5 trucks, ample bottles and cases; old 
age — for selling; write; BOX No. X. E. 
940.—8.-1. 


FOR SALE.—Complete Liquid Carbonic plant, 
twelve spout filler, 5 wide washer, mixer, accumu- 
lating table, conveyors, carbonator, Evans heater, 
filters, de-alkalizer, syrup room equipment, 5,000 
cases Grapette, Orangette, Lemonette bottles, 2,000 
cases 6 oz. soda water bottles, 5 Ford trucks, 1951 
models, 10 rack beds; GRAPETTE BOTTLING 
CO., Lubbock, Texas.—8.-1. 


FOR SALE.—One of the most complete box 
factories in the South in a large town with plenty 
of labor; all electric with modern machinery in- 
cluding a planing mill, cut up shop and complete 
line for making bottle boxes and two lines for 
ammunition boxes; will sell machinery and lease 
buildings and land or sell all machinery; large 
lumber yard available if wanted; machinery all 
electric and the buildings heated ; for any additional 
information, write or phone 9-3396 or 5-0729; 
STABLE WOOD PRODUCTS, INC., P.O. Box 
3206, Mallory Sta.; Memphis, Tenn.—8.-3. 


FOR SALE.—Complete bottling plant consist- 
ing of 1 Liquid five wide automatic Universal 
washer serial no. 405-4652; 1 Model D-10 Evans 
solution heater serial no. 1246797; 1 Liquid Red 
Diamond twelve spout filling unit serial no. 228- 
4674; 1 Liquid fifteen head beverage mixer serial 
no. 2294734; 1 type 179 Liquid Red Diamond 
carbonator serial no. E-179-4748; 1 model no. 226 
Liquid CO2 heater serial no. 48169; 1 150 gph 
Liquid Kool Flow water cooling unit serial no. 
904-475; 1 Carrier model 7K4-579 7% hp refriger- 
ating unit serial no. 61096; 1 36 inch one horse 
power motor revolving accumulating table; all 
necessary conveyors, motors, switches, etc. to 
operate above equipment; water treating equip- 
ment consisting of: 1 Infileo sand and gravel style 
B-16 200 gph; 1 style BHD-16 activated carbon 
purifier 200 gph; 1 removable disc, paper polisher ; 

1/6 hp proportioneers acid pump and motor; 
1 200 gal. acid crock; Taylor Endslow water 
testing kit; all equipment in excellent condition ; 
bottled less than 300,000 cases; other equipment 
includes: 1-1947 model 1% ton SWB Chevrolet 
truck with 136 case beverage body; this truck has 
been completely overhauled and is in excellent 
condition, repainted with Grapette signs attached ; 
will accommodate 12 oz. bottles; type H-18 
Evans solution heater. serial 447983, new in original 
crate; this heater is absolutely new and has never 
been removed from original shipping container ; 
1-6 wide D and L bottle washer with automatic 
unload: this is a used washer but in goor shape ; 
THE GRAPETTE CO., INC., Camden, Arkansas. 

8.-1. 


FOR SALE 


Bottling Outfits, Bottles, Boxes, Machinery, Materials 


FOR SALE. Bottle rinser ; used less than one 


year, this Hartford Empire rinset requires only 


24 sq. ft. floor space, designed for 12 oz. bottles, 
immediate delivery Brooklyn; write BOX No. 
X. I. 944.—8 








| 1301 Grand St. 


AUGUST SPECIALS!!! 


8,000 ctns. 24/7 oz., new fit., + < m one-way. 
200 gr. 7-oz. ''Zimba Kola"’, 8''ht. 

20,000 ctns. 24/8 oz. eg. sodas, 7'/2"" ht. 
700 gr. amber 9 oz. itd. ""REDTOP'', 91/2" hat. 
700 gr. fit. 10 oz. ACL ‘Richardson’ Root Beer. 
300 gr. fit. 10 oz. ACL ‘‘Silver Seal'’. 

35,000 ctns. 24/12 oz. new fit. one-way bottles. 
100 gr. 28 oz. ACL sodas, 11'/2"" ht. 

5,000 full-depth cs. 28 oz. sodas, 1154'" ht. 
150 gr. 32 oz. ACL sodas. 

6,000 30-pocket, half-depth shells, reamed, 

like new. 


I. BASKOWITZ BOTTLE CO., INC. 
Brooklyn 11, N. Y. 








August, 1954 








CLASSIFIED 
ADVERTISING 


FOR SALE. — Heil bottle washer; 12 wide 


KHQ; 48-96 bpm ; good condition ; price $6,000.00 ; 
9 THE HEIL CO., Milwaukee 1, Wisc. 


Meyer washer, seriel BC 1975, year 1938; avail 
able immediately; price $1,500.00; located at 
Seven-Up Bottling Company of Youngstown, Ohio. 
Address inquiries to BEVERAGE MANAGE 
MENT, INC., 960 East Fifth Avenue, Columbus 
8, Ohio.—7.-1. 


FOR SALE.—Carbonators; two Cem 250 gph 
stainless saturators, one Liquid 250 Red Diamond 
stainless carbonator, price less than 50% of new, 
qverenpees, rebuilt; write; BOX No. X. J. 945. 

. J 


FOR SALE.—One Star Liquid DeLuxe 250 
Fee: carbonator almost new.—]ACOB ADAMO, 
C., 81-88 Prospect St., Stapleton, N. Y.—10.-2. 





FOR SALE.—1 4 compartment 12-wide Meyer 
washer in good operating condition; 1 40 spout 
Liquid filler; both of these units ran steadily, until 
December 31st at which time they were taken out 
for a larger equipment installation; GOLDEN 
AGE BEVERAGE CoO., 600 E. Exchange St., 
Akron, Ohio.—1.-tf, 





FOR SALE.—1 Meyer Dumore 12 wide 4 com 
partment bottle washer for pint bottles; 1 Meyer 
Dumore 12 wide 5 compartment bottle washer for 
pint bottles; 1 Meyer Dumore 12 wide 4 compart- 
ment bottle washer up to quart bottles: 1 Meyer 
Dumore 12 wide 5 compartment bottle washer for 
quarts; 2 Cem 40 fillers and crowners: 2 1,000 
gal. Cem saturators; all machines can be seen in 
operation, MILLER-BECKER CO., 6411 Central 
Ave., Cleveland 4, Ohio.—7.-1, 





FOR SALE.—5,000 wooden cases for 6 half 
gallon bottles, 3,000 wooden cases for 12/32 oz. 
steinie bottles for sale; make an offer; write.— 
BOX # W. Y. 934.—7.-8. 


FOR SALE.—2400 26 oz. Siphon bottles, six to 
box with chrome heads; 0c per bottle; 3 ‘Siphon 
fillers $25.00 ea. ; 1-2 wide baby Liquid bottle wash 
er in good condition $300.00; one Bastian blessing 
carbonator, 150 gal. $100.00; 100 gross Joe Louis 
10 oz. bottles $1.50 per gross; M. S. KOPPER.- 
MAN, 13084 Cedar Rd., Cleveland Heights 18 
Ohio.—8.-1. 


FOR SALE.—Complete 82 spout plant equip 
ment for sale; must be seen to be appreciated; this 
equipment is in most excellent condition and has 
not been disconnected; can be run for inspection 
1 Miller Hydro washer no. 105-BH-1502-B: 1 com. 
plete Infileco sand and hydrodarco purifier; 1 no 
5 international water polisher 1,000 gal. per hour 
cap.; 1 32 spout Liquid filler in perfect condition 
completely. overhauled six months ago; 1 Liquid 
10 head rotary crowner in perfect shape; 1 Cem 
12 head mixer in perfect condition; 1 36 in. ac 
cumulating table; 15 feet Stainless Steel conveyor 
chain and conveyor; 1-83 compartment Evans heater 
complete with traps and valves; 1 Curtis air com 
pressor; 1-3,000 gph Liquid carbonator; 1-1,000 
gph Liquid carbonator; 1-36 in. inspection light 


on stand; 1-24 in, inspection light on stand; plenty 
of extra parts for each machine; 1-F5 Ford bever 
age truck with Herman body 168 cases; 1-1946 


Chevrolet 1% ton beverage truck; 1 Hydraulic 
lift truck; 18 flats with steel sides and legs 36 in 
by 66 in. by 7 in. high; approximately 100 feet 
of steel roller conveyor; MR. PETER RICCA, 
3522 Fourth St., New Orleans, La.—8.-1. 


FOR SALE.—Pasteurized beverage filling outfit 
complete with controls; 100 bottles per minute ca 
pacity; very good price; 7-UP BOTTLING CO., 
Syracuse, N. Y.—S.-1. 


FOR SALE.—Lamson case cleaner, also Stand 
ard Knapp, full automatic 800 bpm, six lane 
packer; both in good condition; no reasonable 
offer refused; COCA-COLA BOTG. CO., 2540 
West Pennway, Kansas City, Mo.—8.-3 


FOR SALE.—One model 411 single lane Dudley 
can unscrambler; 1 model pce case packer for cans 
211 x 414 case arrangement 4 x 6 x 1; electrically 
equipped, 220 vac 60 cy sp, both pieces of equi 
ment brand new, never used; H. R. NICHOLSON 
CO., Kenshaw and Oakleaf Aves., Baltimore 15, 
Md.—8.-1. 


Headquarters For 
Bottlers’ Equipment 












AIDMON 















GBoTtLERS' 





16-wide 5 comp. MEYER-DUMORE 
Available for inspection at our N. Y. C. 
warehouse. 


Exceptional Equipment offerings: 


@ 12 Wide 9+. Heil Washer, 1947 

® 12 Wide Ot. Meyer-Dumore Washer 
®@ 24-Spout Liquid Filler, 1947 

®@ Dixie Automatic Filler 

® 250,500 gallon Cem Saturators. 








CAN LINE EQUIPMENT: 


50-Spout Meyer fiat-top filler 


34-Spout Meyer H.P. cone-top can filler, 
for 12 oz. and 32 oz. cans, complete with 
CC&S Jumbo E Crowner 


CC&S Unscrambler, rinser, and can 
conveyor 


Continental Can Weigher. 
Large stock of stainless steel syrup room 


equipment. Check with us for immediate 
inspection and quotations on the above. 











BOTTLE OFFERINGS: 


10M cases 29 oz. flint and green c.d. shape 


1M gross 8 oz. plain flint select bottles, 
8-1/2" tall 


5M cases attractive 8 oz. sodas. 











AIDMON 


BOTTLE & SUPPLY CO., INC. 


7615 Third Ave., Brooklyn 9, N. Y. 
BEachview 8-3450 
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FOR SALE.—2- 100 gal. holding | tanks with lids; : 
1-50 gal. syrup tank with lid; 1 hot water tank 
and gas heater, tank including lid ; 1 % hp motor; 
1-100 gal. mixing tank with lid; 1 gas heater; 1 
Heil bottle washer 6 wide; 1 Red Diamond filler 
12 spout; 1 Red Diamond carbonator; 1 gas 
heater for washer; 1 unit 2 water filter; 1 water 
polisher; 1 CO2 gas line and regulator; 16-8 ft. 
lengths Roller conveyor; 1 Smith Corona type- 
writer; 1 Smith Corona adding machine; 1 Root 
top safe; 2 desks, 2 swivel chairs 1 large and 1 
small; 5 straight back office chairs; 1 filing cabi- 
net ; i small gas heater; all equipment listed was 
new in June of 1951 and is in excellent condition ; 
the equipment can be seen in operation at 65 King 
St., and we would be very glad to answer any 
inquiries stating price in regard to this equipment ; 
LONDON BOTTLING LTD., 982 Princess Ave., 
London, Ontario, Canada,—8,-1. 


FOR SALE.—Can filler; immediate delivery, 
Meyer 34 spout flat top can filler, recently checked 
over by Meyer mechanics, loc ated Chicago, subject 
to prior sale; write; BOX No. X. G. 942.—8.-1 


FOR SALE. —Bottle washer; 24 wide; 5 com- 
partment washer, first class condition, having been 
checked over by factory representative, cap. up 
to 200 bottles per minute, location West Coast; 
write; BOX No. X. H. 943. 8.-1. 








HELP WANTED 


Foremen Helpers, Practical Bottlers, Salesmen 





HELP WANTED.—Salesmen wanted; old es- 
tablished flavor house wants men; will consider 
side line or full time.—S. F., BOX 809.—7.-tf. 


HELP WANTED.—tTerritory salesmen cover- 
ing sections U. S. A. to handle items used by all 
bottlers ; desire men already contacting soft drink 
industry; write: U ag ad whos et Ss TS CO., 4 
North Ave., Garwood, ae aan 





“HELP ‘WANTED. — Experienced sales | manager 
who can and will work with men to get sales 
results; old established plant in lowa with 400,000 
to 500,000 cases per year; furnish background and 
reference in first letter; all mnquicses kept confi- 
dential; BOX No. X. D. 939. — 


HELP WANTED.—Salesmen to sell as a side 
line nationally known Wellington Club soda solu- 
tion or crystals, the only products enriched with 
the famous Zipmaster, the CO2, neutralizer; your 
territory may be open; write; BOTTLERS’ AS- 
SOCIATES, INC., 36 Burrington St., Providence 
7, R. I.—8.-1. 

HELP WANTED.—Representative now calling 


on bottling plants to sell Root Beer exbrnct ; proven 
demand; write; BOX No. X. C. 938 = & 








WORK WANTED 


Situations — Salesmen, Bottlers, Foremen, Helpers 





POSITION WANTED. —Have unique ‘sales ex- 
perience to offer to growing franchise company, 
including can and bottle sales, franchising, dis- 
tribution, promotion; have owned and operated 
plant of my own, am familiar with bottlers on 
eastern seaboard and with all phases of producing 
and marketing soft drinks; can start immediately 
for _Teputable firm.—BOX W. G. 917. -6.-t.f. 


~ POSITION ‘WANTED. Young man, unus sual 
background with bottling experience desires posi- 
tion and agreement with established national fran- 
chise plant to learn business and territory to 
eventually purchase fully or have controlling in- 
terest; prefer east or south but will consider anv 
aggressive location. BOX No. W. K. 921.—7.-3 





BOTTLE SPECIALS! 


20,000 cases Plain flint 12 ounce cap. Miller Hi Life 

shape botties. 102 ounce weight and packed 
24 to a paper fibre board carton. 

4,000 cases Plain flint 12 ounce cop. export beer 
shape bottles. 12 ounce weight packed 24 to 
© paper fibre board carton. 

15,000 cases plain amber 7 ounce cap. steinie shape 
bottles. 10 ounce weight packed 24 to a paper 
fibre board carton. 

1,250 gr. 62 ounce emerald green beverage bottles 
small initial on neck packed in paper crate 
service cartons. 


The above bottles are priced very reasonable. 
Samples on request. 


SIGNER BOTTLE SUPPLY COMPANY 
Wilstach & Dalton Ave., Cincinnati 14, Ohio 

















POSITION ‘WANTED. —~Salen | manager, mana- 
ger or beverage base salesman: 25 years experience 
as sales manager, manager ,top cola franchises 
and Nesbitt Orange; excellent methods of mer- 
ae 6s, ads $5,000.00 up; BOX No. X. F. 941 





POSITION WANTED. —General ¢ or - gales man- 
ager; have 25 years experience in the bottling 
business; 15 years as sales manager, 10 years as 
general manager; would also consider position 
with a supplier to the grease industry; write; 
BOX No. X. B. 987.—8.-2 


POSITION WANTED.—As plant superintend- 
ent in a large bottling plant; over 12 years ex- 
perience in Cem system of bottling ; also experi- 
enced in Meyer Pie-Mix, electric eyes, Standard 
Knapp eh will locate anywhere; write; 
WILLIAM D. WARD, 605 W. Maryland St., 
Evansville, Indiana.— #F 





MEYER DUMORE 
BOTTLE WASHERS 


For Immediate Delivery 


@ 12-wide, 4 comp. double-end. 
New in 1940. Will handle splits to quarts. 
This machine was used by the Pepsi-Cola 
Bottling Co. at Nev-burgh, N. Y. until 
January this year. It was well taken care 
of and is in excellent condition. Inspec- 
tion invited. 


®@ 8-wide, 3-comp. double-end. 


New in 1941. Will handle splits to quarts. 
This machine was used by the Pepsi-Cola 
Bottling Co. at Bristol, Conn. In very 
good condition. Inspection invited. 


@ 4-wide, 2-comp. single-end. 
New in 1939. Will handle splits to quarts. 
This machine was used by the Royal 
Crown Bottling Co. at Trenton, N. J. In 
excellent condition. Inspection invited. 


These units can be inspected at . 


BOTTLERS SERVICE CORPORATION 


43-77 Vernon Bivd., Long Island City, N. Y. 
New and Rebuilt Machinery and Equipment 











Equipment: For Sale 


1—Liquid Carbonic 12 spout Red Diamond 
Filler. Serial 228-4642. Rebuilt in 1953 
and all new valves installed. Will bottle 
up to Quarts. 

1—Liquid Carbonic Universal 5 wide Bottle 
Washer. Serial #405-4628. 

1—Cem Saturator. Type B. Serial #299-25 
with 150 gph Pump, and 220/440 volt 
4 HP Motor. 

1—36" Rotary Accumulating Table with 
Motor and Drive for Conveyor. 

1—Conveyor system, including about 60’ 
Whitney Chain and 1-90° turn. 

1—Cem Bottle Mixer, Serial #A-6-A-1066, 
with stars for 6 oz., 10 oz., and 32 oz. 
bottles. 

1—Ertel Syrup Filter with Pump and Motor. 

]1—Terriss Rapid Flow Water Filter. 

1—%*,"" Neptune Water Meter with 500 gallon 
dial. Hand, 10 gallons in .10 calibration. 

1—4 cylinder CO2 Gas Manifold with 600 
Watt, 110 Volt Heater. 

1—Cem combination Water and Syrup Cooler 
#150. 

1—Elenite Water Sterilizing Unit. 

1—Durant Bottle Counter. 


Write or Wire. ... 
CLOVERDALE SPRING CO. 


1601 GUILFORD AVE., BALTIMORE 2, MD. 


—_—— 





Nationai Bottlers’ Gazette 
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THE LAST WORD 
keke kk kek 


PP eenany since the advent of the can, the 
talk in the trade about the “squeezing out” of 
the small bottler has become more frequent—and 
more frightening. It is not groundless, but it 
does not have the proportions or the imminence 
the gossip would seem to indicate. Since this con- 
dition is common to all manufacturing and proc- 
essing businesses, there is much of interest in a 
recent report of the Federal Trade Commission 
(Concentration in Manufacturing) which shows, 
subject to lots more work to be done, that con- 
centration of business in fewer hands is up for 
malt beverages, confectionery, liquors, tobacco 
and very slightly for bottled soft drinks and 


dressed poultry. 


It is down for animal feeds, chewing gum and 
cooking oils, among some others. 

Even without research, trade experience shows 
that the report reflects a reasonably true picture, 
as far as this industry is concerned. There has 
been some concentration going on; plants are 
bigger, and some small shops have closed up. But 
there are other reasons for this movement, some 
years old, like improper pricing (hence no profits) 
and excessive losses on glass because of the de- 
posit structure. 

We can be concerned, but need not be alarmed. 
Anything along this line will take years more 
to develop, if ever. Of more immediate concern 
is the continuing attack on sugar, in all its famil- 
iar manifestations, and the spotlighting of soft 
drinks as “horrid examples” of sugar-containing 
products. A panel of doctors at the University 
of Toronto quite recently condemned soft drinks 
as an offender against oral health, topping other 
products like candy and gum. We’ve commented 
before on, and A.B.C.B. has circulated copies of, 
advertisements sponsored by Maryland and Vir- 
ginia milk producers which are openly and mali- 
ciously critical of soft drinks. This is the situa- 
tion that needs our constant and positive atten- 
tion; its implications to large and small bottlers 


alike are obvious. 


there’s a powerful sales plus in 


@ Give your soft drinks health appeal... an 
outstanding sales plus for any food prod- 
uct today. And the cost? Just a fraction of 
a cent per bottle. That’s all it takes to add 
Pfizer vitamins in ample quantities. 


Look to Pfizer for the help you need tocap- 
ture your share of the ever-growing market 
of adults and children who are vitamin con- 




























scious in their choice of beverages. With 
Pfizer you have the benefit of laboratory 
data and working experience in food and 
beverage fortification—experience gathered 
during more than 18 years of prominence 
in vitamin manufacturing. 


For further information on how to for- 
tify your soft drinks, write: 


CHAS. PFIZER & COQO., INC. 
CHEMICAL SALES DIVISION 


630 Flushing Ave., Brooklyn 6, N. Y. 
Branch Offices: Chicago, III.; San Francisco, Calif.; 
Vernon, Calif.; Atlanta, Ga. 


Pioneer and Leading Manufacturer of Vitamins 








- «BUT YOU'LL EVENTUALLY FIND THE BEST TRAIL LEADS TO- - 


JACKSON, MICHIGAN 


re CREAM SODA 


The next time you set out to locate a Cream Soda Flavor that makes an 
outstanding beverage .. .,look to us. Over the past 70 years many have 
found perfection in flavors from . 





foole «Jenks 


JACKSON, MICHIGAN 











